Che feed 


HE busy season for feed 

dealers is at hand. Most 

of our readers will have 
no leisure moments in their 
stores and warehouses. It 
would be a good idea, there- 
fore, to put this issue of The 
Feed Bag in your overcoat 
pocket to be taken home with 
you tonight. Read it while 
you are resting in your favor- 
ite chair, and give serious 
thought to some of the ideas 
presented in the various arti- 


cles. ‘‘The Feed Bag” accord- N +... © 

ing to the Maribel Grain Co., “SC OER ‘: 
Maribel Wis., ‘‘tells the next 

man of valuable _ business he 
methods worked out’. Every 
reader is given a chance to \ 


profit by experiences of others. 
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ll 100 LBS. 
WISCONSIN 


BUTTERMILK 


PROTEIN 18% 
FAT 43 % Fie FIBRES 8% 


| 


FIBRE  wausau, “Results Determine Value 


a Poultry Feeds 


NORTHERN MILLING 


wis. 


OW much money will you make 
selling poultry feeds this year? 
How much did you make last 
2 year? Sit down with a pencil 
for a minute and figure it out. If the 
return proves disappointing—the answer 
may be that your feeds were not profit- 
able to your feeders. 


Make more money for your feeder, 
Mr. Dealer, and you’ll make more 
money for yourself. Only two things 
are necessary—good, honest feeds and an 
aggressive, progressive selling and service 
policy. Join the family of Northern Mill- 
ing Co. dealers and you will have both— 
without paying any extra cost for the 
quality or merchandising service. 


The Northern Milling Co. manufac- 
tures, in its own big mills at Wausau, a 
mash and scratch feed combination for 
every age: 

FOR BABY CHICKS: Wisconsin 
Chick Starter Mash (with Cod Liver Oil) 
and Wisconsin Chick Feed. 


FOR GROWING BIRDS: Wisconsin 
Growing Mash (with Cod Liver Oil) and 


Wisconsin Developer Feed. 


NORTHERN MILLING 


Poultry Profits 


WAUSAU, WIS- 


FOR LAYING HENS: Egg Maker 
Mash (with Cod Liver Oil) and Wiscon- 
sin Poultry Ration. 


The scratch grains are all of the 
finest quality, clean, sweet, skillfully 
milled to proper granulations for the vari- 
ous ages and mixed in scientifically cor- 
rect proportions. The mashes all contain 
dried buttermilk, pure vitamin-tested cod 
liver oil and essential minerals in addition 
to choice meat scraps and cereal meals. 


The cod liver oil used is Nopco brand, 
grade AA, a pure light yellow oil (not 
reddish or high in fatty acids like the 
cheaper oils which become rancid). Egg 
Maker Mash has a _ wonderful record 
for egg production and sales on all these 
mashes have doubled each season, which 
is the best evidence that they are re- 
peaters and business builders. 


You can get Northern Milling Co. 
Poultry Feeds in mixed cars with Dairy 
Feeds, Corn, Oats, Flour, Bran, Mid- 
dlings, Oil Meal, Gluten Feed, Oyster 
Shells, Meat Scraps, Seeds, etc. Now 
booking for spring delivery. Write for 
samples, and special dealer proposition on 
quantity bookings. 


WAUSAU, 


WISCONSIN 
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The Poultry Feeds fo: 
GROWING 100 
| 
PROTEINS 
4 NORTHERN MULLING 
i 


Supplies When You Want Them! 


RECENTLY a prominent elevator Increase Your Elevator 


operator glanced through the pages of the an a 
Strong-Scott catalog of mill and elevator supplies iinesniieeniiesiaiialiataiaaai 
and repair parts. oe 


‘*You certainly carry just about everything 
that’s ever used in an elevator,” he said. 


But the best proof of this big, complete service is the They hold more, are placed 
steadily increasing number of elevators and mills that closer on belt, discharge per- 
send us their orders. When you want action call on  fectly. Nothing to change but 
Strong-Scott. the cups. Wecarry full stocks. 


Fverything Jor Every Mill and Elevator 
‘She Strong-Scott Mf§ Co. 


Minneapolis Minn. Great Falls Mont. 
In Canada: The Strong-Scott Mfg.Co.Ltd-Winnipeg SCOT) 


ROEDTERT SERVICE is now available through- 
out the Middle West and to all points East. Froedtert 
Elevators have a total capacity of 4,000,000 bushels. 
When you are next in the market for corn, oats, barley, 
rye, wheat or malt sprouts---call Froedtert for samples 
and quotations. You'll like Froedtert Service. —-~ 


FROEDTERT GRAIN & MALTING Co. 


MILWAUKEE—MINNEAPOLIS 


Operating Elevators at 
MILWAUKEE, MINNEAPOLIS, WINONA, 


RED WING BROADWAY 5600, MILWAUKEE 
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E. S. 
Woodworth 
& Co. 


MINNEAPOLIS, MINN. 


Offer a complete 
line of 


Millfeeds 


either straight 
or mixed 
cars 


Large warehouse facili- 
ties and complete 
stocks insure prompt 

shipment. 


Grain 


We offer: 


Oats, 
Corn, 
Rye, 
Barley 
and Chicken Wheat 


Write, wire or phone 


ATLANTIC 4593 
FOR PRICES 


Try Us. 


You will like our service 
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| February Poultry Paper | 
Advertisement 


LAYING 
MASH 
ONDER 
LAYING 
MASH 
is truly a wonder 
\ feed. It helps the 
ction. it gives 
them those most 
essential food in- 
gredients they need to lay more 
eggs—at a profit to you. Wonder 
Laying Mash—more eggs—more 
profits. Ask your dealer—if he 
cannot supply you, write us today 
for FREE illustrated poultry book, 
dealer’s name, etc. No obligation. 
Arcady Farms Milling Co. 
Dept 64 Brooks Bldg., Chicago, Illinois 


WRITE TODAY 
FREE FOR FREE 
POULTRY BOOK 


February Poultry Paper CHICAGO 
Advertisement 


It pays to 
sell 


ARCADY and 
WONDER 
FEEDS— 


Perhaps your 
territory is 
open— 

Write today for 
full details 


Arcady Farms 
Milling Co. 


DEPT. 64 
BROOKS BUILDING 


Sterling Poultry Feeds 


A COMPLETE LINE OF 


MIXED 


GRAIN FEEDS 
and 


GUARANTEED-TO-SATISFY MASHES 


MIXE 


so 


D CARS 


Containing any of the standard mill feeds-- 

bran, middlings, rolled oats, oil meal, etc., 

as well as oyster shell, animal protein 
products, dairy feed, etc. 


Write, wire, phone 


for quotations on requirements 
of any size. 


Northrup, King & Co. 


FEEDS AND SEEDS 
MINNEAPOLIS, MINN. 
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MILWAUKEE 


Volume Four 


February, 1928 


Number Two 


Cash Basis Boosts Dealer’s 


Sales 


30 Per Cent In Year 


Farmers Even Thank Oconto Firm For Discontinuing Credit Policy 
Testimonials Received By The Feed Bag Attest To Success Of Plan 


a retail dealer or other mem- 

ber of the feed industry who 
expresses himself to the effect that a 
cash basis is a fine thing for a retail 
feed store, but is probably so good 
that it won’t work. 

“TI read many items about feed stores 
going on a cash basis in The Feed 
Bag from time to time,” one of these 
fellows told us the other day, “but you 
know it is much easier to start some- 
thing like that than to put it across. 
Why don’t you ever run an article 
about somebody who has tried it for 
six months to a year and has found it 
successful?” 

Cash Basis Essential 

Regular readers of The Feed Bag 
know that we run a good many articles 
telling experiences of retail feed stores 
operating on a cash basis successfully 
for six months and many for several 
years almost as frequently as we do 
initial announcements of new cash 
stores. We like to run articles of this 
nature and, in fact, anything favorable 
to the cash basis of operating a feed 
store for we believe that feed stores 
will only exist in the near future when 
they are operated on a strictly cash 
basis. 

Here’s another cash basis success 
story for the benefit of the skeptical 
taken verbatim from a letter dated 
Jan. 11, 1928, and signed by W. C. 
Draeger, Oconto Milling Co., Oconto, 
Wis. 

Manager Draeger’s Letter 

“One year ago January Ist, the 
Oconto Milling Co. started operating 
its business on a cash basis. Mr. S. 
A. LaViolette, the manager, was dis- 
couraged after ten days or two weeks’ 
trial and seriously considered going 
back to charging. I was then working 


| eae once in a while we meet 


for the Oconto Milling Co., and had 
been in business several years myself, 
and I encouraged him to stick to 
strictly cash. 

“We sold feed for 50 cents to $1.00 
per ton less than before and got trade 
we never had before but which we 
have since continued to keep. Mr. La- 
Violette left the company’s employ on 
July 1st, at which time I was ap- 
pointed manager. 

“We are still doing a strictly cash 
business and will continue as long as I 
am manager. Our sales have increased 
30,per cent over 1926 and we have no 
outstanding accounts. There are two 
other warehouses in this town and they 
are doing credit business and with 


credit on all sides our business is 
growing. 
Farmers’ Attitude Favorable 

“Many of the farmers have thanked 
us for going on a cash basis. Under 
the credit system, when a farmer 
bought two tons of feed and paid cash 
for it at the same price that a neigh- 
bor paid buying two tons on credit he 
could not help but feel he was not 
getting a square deal. 

“My advice is, don’t be afraid to 
go on a cash basis.” 

This is good advice, too. Start it 
and stick to it and you will put it 
across, saving yourself much worry, 
and making more profit at the same 
time. 


Art A. Searl Invites Dealers 
To Meet At Tomahawk 


Art A. Searl, Tomahawk, Wis., was 
the first feed dealer to visit the offices 
of The Feed Bag in 1928. He came 
into the office Tuesday morning, Jan- 
uary 3, and announced that he would 
be mighty glad to have the Wausau 
District Dealers’ Club of thé Central 
Retail Feed Association select Toma- 
hawk as the place in which to hold 
its first annual summer gathering. 

Mr. Searl is an enthusiastic booster 
for Tomahawk and predicts that with- 
in the next ten years, Tomahawk will 
be known as the outdoor recreation 
center of Wisconsin. In listing a few 
of Tomahawk’s advantages as a place 
in which to hold a feed dealers’ sum- 
mer frolic, Mr. Searl said that Toma- 
hawk has a 108 acre park surrounded 
by water and wooded with virgin pine 
within its city limits, four rivers in the 
city, 12 trout streams within 30 min- 
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utes drive, 28 lakes within five miles 
and three golf courses. He suggested 
that Essex Lodge on Clear Lake, four 
miles from Tomahawk, would be an 
ideal gathering place and said that he 
would be glad to co-operate in secur- 
ing plenty of entertainment and mak- 
ing all necessary arrangements. 

Tomahawk must be an ideal place 
for swimming, fishing and golfing if 
Mr. Searl can be believed and we be- 
lieve it would be a good idea for the 
feed dealers of the Wausau district to 
accept his proposition. The matter 
will no doubt be referred to the dist- 
rict club meeting to be held at Stevens 
Point in May. 


DES MOINES SAW MILL CO.,, 
Des Moines, Ia., has purchased the Red 
Crown Milling Co., for a reported con- 
sideration of $81,000. 
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GARLAND ELEVATOR CO., Gar- 
land, Ia., has filed an involuntary pe- 
tition in bankruptcy. 


PINK & CO., Cairo, Ill., has incor- 
porated to deal in feed, flour and grain. 
The capital stock is $25,000, and the 
incorporators are T. M. Rennie, E. G. 
Pink and Laura R. Pink. 


ED. S. MILLER, Omaha, Neb., has 
completed the erection of a five story 
cereal mill. 


OLIVER HOSIER, Reedsville, 
Mich., has purchased the feed and im- 
plement business of Grover Page. 


Commander-Larabee Mills 
Add Mixed Feed Line 


Under the direction of G. S. Steward, 
the Commander-Larabee Flour Mills 
Corporation is putting on the market 
a complete line of poultry and dairy 
feeds, to be distributed through the 
sales organization of the Commander 
Milling Co., the Minneapolis Milling 
Co., and their associated mills. This 
will give these mills as broad a serv- 
ice for the mixed car trade as that of 
any mill in the country and is but an 
affirmation of the aggressive service 
policy of the Commander-Larabee com- 


3030903 


Cottonseed Meal 


ALL GRADES 


Arrival Drafts 


Quick Shipments 


Humphreys-Godwin Co. 


Established 1898 


MEMPHIS, TENN. 


panies. 

Mr. Steward, who enjoys an exten- 
sive knowledge of the feeding stuffs in- 
dustry, spent the last five years in an 
executive sales capacity with the Gold 
Medal mixed feed department of the 
Washburn Crosby Company. Previ- 
ously he  was_ associated with 
the mixed feed division of the 
American Linseed Co., and for 14 
years filled various sales capacities in 
the Globe feed organization of the Al- 
bert Dickinson Co. Mr. Steward en- 
joys a broad acquaintance with the feed 
trade of the country and is especially 
well-known to feed dealers of the 
Northwest in which territory he pre- 
dicts a heavy consumption of com- 
mercial mixed feeds, comparable to the 
rapid increase in the dairy and poultry 
industry in this territory. 


LINUS ULBRICHT has purchased 
the feed mill at Montgomery, Minn. 


PARKSTON MILLING CO., Park- 
ston, S. D., has incorporated with a 
capitalization of $25,000. The incor- 
porators are W. H. Shaw, Mike Ho- 
henthaner and John Johnson. 


ARTHUR BACHMAN, Tipton, Ia., 
purchased at an auction sale the feed 
mill of Arnold Pruess. 


==, ==, ~ 


100 Net 


DICKINSON 


THE ALBERT DICKINSON CO. 
MINNEAPOLIS. MINN. 


GUARANTEED ANALYSIS 

GRUDE PROTEIN 16.0% CRUDE FAT 40% 

CRUDE FIBRE 12.0% CARBOHYDRATES SO.0% 

NITROGEN FREE EXTRACT 38.0% 

MADE FROM-OLO PROCESS LI 

MEAL. GOTTONSEED MEAL CORN GLUTEN 
ED, WHEAT BRAN, 1% SALT, GROUND AND 

BOLTED GRAIN SCREENINGS, CORN FEED 

MEAL. MOLASSES, 1% CALCIUM CARBONATE. 


Ser vice— the supply of your feed 


needs is as necessary as 
good Quality in the feed you buy. 


The Albert Dickinson Company is wae Quick 


Shipment of 


MY LASSIE 
SWEET DAIRY FEED 


in straight cars or with a complete assortment of 


GLOBE POULTRY FEEDS and Mashes, Dairy 


Feeds and Calf Meal. 


TRY IT. 


DAIRY 
4 
a 


Wire for special service. 
We can give it to you. 


The Albert Dickinson Company 


MINNEAPOLIS, 


And You Will Always 


BUY IT 


4 


2. 


THE FEED BAG—FEBRUARY, 1928 


2.2... 


3 
CCE BE SE OC EE SE VE SE SE 
FEEL 
> 
: 
| 
Page Six 


Apron Patterns Enclosed In Sacks 
Increase Feed Sales 


Denver Firm Interests Housewives With Printed Folders In Bags 


Shows Them How To Make Curtains, Rugs And Other Useful Items 


HRIFT is not dead in America. 

There are still women who 

never waste, who pride them- 
selves on “making something from 
nothing”. And a large share of these 
thrifty women are found among the 
farm women of the country. 

Realizing this, G. E. Broyles, adver- 
tising counselor for Ady & Crowe 
Mercantile Co., Denver, Colo., con- 
sulted with his women-folks as to the 
best way of popularizing A. & C. poul- 
try and stock feeds with the wives and 
daughters of the farmers and stock- 
men. Would they, he asked, be in- 
terested in a pattern that showed them 
how to make, say, an attractive apron 
out of an A. & C. feed bag? 

Enclose Pattern in Bags 

The verdict was an instantaneous 
“ves!” For several years numerous 
county fairs have offered prizes for the 
best garments, or for the largest varie- 
ty of articles, to be made from feed 
bags. Aprons have always been the 
most popular, but not every woman is 
an adept at cutting out even an apron 
without a pattern. Broyles’ women- 
folks believed a real pattern offered 
free would touch exactly the right spot 
with the women. 

The idea was tried out. It met with 
instant approval. 

Into each bag of feed was placed a 
folder, approximately eleven inches by 
six inches, which was folded in three. 
Printing was in black and red. A 
sketch of a woman in a pretty apron 
occupied the central space on the cover 
of the folder. Above it was this ad- 
vice: “Make This Pretty Apron from 
the Material in A. & C. Feed Bags—”’. 
Beneath, in red, was the information, 
“Instructions Inside.” 

Folder Gives Instructions 

Occupying two pages of the folder 
was the heading, “You Can Save 
Money by Putting A. & C. Feed Bags 
to practical use.” The first page had an 
illustration of a bag of A. & C. feed, 
and sketches showing method of rip- 
ping the sack and cutting and finishing 
an apron. 

The second section of the folder was 
devoted entirely to printed instruc- 
tions, concluding with this paragraph: 
“Many women beautify their aprons 
by embroidering fancy patterns similar 
to those indicated on the front page. 
Many others have dyed this material 


with one or more colors before making 
their aprons. Note: The printing on 
this bag can be taken out by washing 
the material with soap and warm 
water.” 
Second Pattern Offered 
A free pattern offer was made in the 


100 LBS 
Q 
It Is is 

IONE 

BY 

ADY-CROWE MER.CO. 

DENVER,COLO 
* Rip trom letthand corner 
pocket pocket 


Pictorial Description of How to Make 
Aprons from Feed Bags. 


middle of the third page. “Send for 
Free Apron Pattern,” the reader is 
urged. “This pattern is different from 
the one we show here. It gives another 
simple and dignified way of using A. 
& C. bag material in making a ‘dainty 
house apron. Simply write us and we 
will gladly send this pattern along free 
of charge. Only one pattern will be 
given to each person. They come in 
small, medium and large sizes. Men- 
tion your size when writing.” 

The remainder of the folder, both 
sides of which were printed, was given 
over to listing and advertising of A. 
& C. feeds, with the exception of two 
columns by nearly half a page of space 
wherein were listed other uses for A. 
& C. feed bags. Under these uses were 
cleaning cloths, pressing cloths, dish 
towels, auto cloths, book covers, chick- 
en house windows, clothespin bags, 


cover for clothes in closet, curtains, 


diapers, doll dresses, bag for feathers, 
ironing board covers, laundry bags, 
mop cloth, pads for stair carpet, pick- 
ing fruit, strainer for jelly, pot holders 
for hot dishes, strainer for lard, milk, 
paint, tree bandage, for waste paper 
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and rug rags. 
Plan Not Expensive 

The cost of the patterns in 500 lots 
was very little—seven cents apiece. Of 
course, many women were satisfied 
with the pattern sketched for easy 
copying in the folder, but many others 
could not resist the lure of a pattern, 
for which they were accustomed to 
paying good money, free to them for 
the asking. And, though they bought 
many bags of feed, each containing the 
same pattern, always there was the 
possibility that in the NEXT bag they 
would find a new pattern. 


R. H. McEVOY, Fond du Lac, Wis., 
vice-president of the Baker Nursery & 
Seed Co., died recently. 


WAYNE FEED MILLS, Fort 
Wayne, Ind., has incorporated with a 
capitalization of $100,000. 


WILLIAM BOWEN, Boaz, Wis., 
has purchased the feed mill there and 
is now ready to do feed grinding. 


JOHN DAVENPORT, Blooms- 
burg, Pa., is having his mill remodeled 
and equipped with new feed machinery. 


A. J. McNALLY, New Richmond, 
Wis., son of M. P. McNally, vice-presi- 
dent of the New Richmond Roller 
Mills Co., died recently following a 
year’s illness. 


DAVID ROSEHEIMER, Kewas- 
kum, Wis., flour and feed dealer, was 
in Milwaukee recently. 


A. P. SCOFIELD, Council Bluifs, 
Ia., who conducted a feed and seed 
store at 521 South Main street, died 
recently of heart disease. He is sur- 
vived by his wife and two children. 


SF. PAUE. MILLING St 
Paul, Minn., has started reconstruct- 
ing their plant which was destroyed by 
fire on September 26. The plan is to 
erect a 55,000 bushel elevator now at a 
cost of $45,000 and several other build- 
ings in the spring. 


FARMERS’ ELEVATOR CO., 
George, Ia., has purchased the Beh- 
rends elevator and has consolidated the 
two plants. 
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Sell the Feeds 


If you want to build your 
business on a sound basis one 
thing is certain: 


Your customers must be 
satisfied! 


That’s why the dealers who 
sell Quaker Feeds enjoy steady 
increases, year after year. 
For Quaker Feeds not only 


- “do the work,” but they do 


it at a profit. 


Livestock and poultry owners 
everywhere are telling their 


The Quaker Qals @mpany 


CHICAGO, U.S. A. 


that Build Business 


friends, their neighbors, about 
their satisfaction with Quaker 
Feeds. Quaker advertising is 
keeping these feeds before 
the entire land. 


If you want to enjoy the cer- 
tainty of satisfying your pa- 
trons; if you want the advan- 
tages of buying both feed and 
flour in combined shipments; 
if you want the help Quaker 
will give you right in your 
territory, write today. A card 
will do. 
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LOCAL EVIDENCE Local evidence is a valuable force 
GETS BUSINESS in the feed business and every deal- 

er should use it. When a farmer 
is presented with an account of the profits made by his 
neighbor who is using the dealer’s brand of feed the chances 
of selling him are increased tenfold. 

Farming is a mutual enterprise and the neighborly spirit 
prevails. The customer is always interested in hearing in- 
formation on the welfare of his fellow farmer across the 
way. A dealer may, therefore, gain powerful selling points 
for his products by getting information on results obtained 
among feeders. 

Local evidence is easily obtained if tactful methods are 
used. A simple and effective way is to question the farmer 
when he comes to the store. He will usually be pleased 
to give information on the production of his herd or the 
gains of his hogs if a dealer sits down and talks in a friendly 
manner. A ten minute conversation will yield the data on 
the number of cows kept by the customer, average produc- 
tion of milk a day, amount of feed consumed, price 
received for milk, and the! net profit over the cost of feed. 
That evening the dealer may sit down and compile his local 
evidence and prepare it for display or circulation among his 
prospects. Local evidence, of course, is best when obtained 
from farmers who are well known in the community and 
whose names will be influential as a selling power. Selection 
should be made from the successful list. ~ 

Records kept by testing associations are also valuable 
to a dealer. They contain all of the necessary information. 

Success of using local evidence is demonstrated by the 
Globe Milling’ Co., Watertown. A record kept of a lot of 
hogs by a farmer in the company’s territory was obtained, 
printed and circulated. The headline read “$337.68 NET 
PROFIT ON 25 HOGS IN SIX MONTHS,” and it made 
the farmers sit up and take notice. The Globe Milling Co. 
gained ten new customers because they used this local evid- 
ence. Did it pay? Who would turn down an opportunity 
to obtain ten new customers even at more expense and ef- 
fort than local evidence requires? 

Every dealer has farmers in his territory who are suc- 
ceeding by using his feeds. These satisfied customers 
should be used as keystones for building increased business 
and will be! if records of the results they obtain are used 
to convince others. 

Most farmers are from Missouri. 
?em. And when you do, they stick. 


You’ve got to show 


WHY ATTEND “One of the most important and inter- 
CONVENTIONS esting parts of a convention is the op- 
portunity to meet others from all parts 
of the country and to exchange business ideas with them.” 
W. Sanford Van Derzee, president of the Eastern Fed- 
eration of Feed Merchants, with these words sincerely urges 
feed dealers to attend the mid-winter convention of the or- 
ganization which is to be held at Binghamton, N. Y., Feb- 
ruary 22 and 23. 

He speaks the truth. What a bigoted world this would 
be if all of us sealed ourselves in a little business ‘sphere 
and followed our own noses! Who ever heard of a success- 
ful hermit? 

Other men are like books. They are living sources of 
knowledge open to us if we make an effort to get acquainted 
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with them. 


Conventions afford this opportunity. and there’s 
going to be a real bubbling, enthusiastic, and enjoyable one 


at Binghamton, February 22 and 23. Any eastern feed 
dealer who fails to board the convention-bound train and 
hurry to this great event will miss a great opportunity. 

Among the valuable business building topics scheduled 
for discussion are “How I Have Met Unfavorable Compe- 
tition”, “Electric Power Installation for Efficiency and 
Economy”, and “Keeping Up With the Changes in Retail 
Merchandising.” This is an excellent menu for a jagged 
mind that has been chained to local business worries. Every 
feed dealer will discover something of benefit in these dis- 
cussions which he can apply to his own establishment when 
he returns. Knowledge of this quality isn’t bound in books. 
The only place to find it is at a convention. 

Plenty of fun will be provided also. The federation 
frolic, promises to be a blues chaser and a gay climax for 
the convention. 

The Eastern Federation officers have arranged an ex- 
cellent program. No eastern dealer should hesitate to take 
a few days off and with his good wife hurry to Bingham- 


ton, N. Y., for the good of the family, the business, and 
the entire feed industry. 
REPEAT BUSINESS Many farmers have _ tried 


AND HOW TO GET IT feeds and lost money on them 

because of improper feeding 
methods. When this happens the dealer loses a customer 
because the disappointed dairyman will seldom come back 
for another purchase. 

For this reason feed dealers are indirectly working to 
build up their business if they encourage the farmer in the 
right methods of feeding. Many would be dairymen still 
persist in feeding cows with scoop shovels, candy pails or 
bushel baskets. . They sling a fork full of silage into a 
manger, fill a container with commercial feed and add it as 
a frosting to the roughage. Fresh cows, strippers, lean and 
fat, all dine of the same repast. 

It is evident that a dealer’s favorite brand of feed will 
be given an unjust trial under such feeding conditions. The 
farmer judges by results, many times by the amount of 
extra can fulls of milk which the commercial feed will pro- 
duce. <A feed scattered promiscuously before a herd will 
not give desired results. The worthless cows will absorb 
the profits made from the genuine producers. Then farmer 
Brown will stride into the dealer’s store, and bewail the 
poor auality of the feed, and he’ll never buy another bag 
full. 

I. K. Mayr, Beaver Dam, Wis., feed dealer applies the 
idea of preparing the ground to give his products a fair trial. 
He sends a poultry expert to farms as a service man. The 
flocks are culled, cured of diseases and built up. Then 
Mayr’s egg mash is recommended, and nine times out of 
ten it delivers the goods. Mr. Mayr hasn’t failed to repeat 
on all his customers obtained through the plan. 

Dairymen can be approached similarly. Dealers should 
advise the farmer about sources that will help him to keep 
accurate production records. Cow testing associations, agri- 
cultural bulletins, the county agent are good. Careful pre- 
parations for a fair trial for any brand of feed will pay the 
dealer if repeat purchases and steady customers mean any- 
thing to him. 
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Carefully Sifted For Feed Dealer Consumption 


ORIN | 


We knew it. Our readers have 
armfuls of sparkling humor they 
are modestly keeping to them- 
selves. This is leap year and we 
are going to propose. We want 
contributions to Cracked Corn, 
your favorite joke, original 
verse, short puns about the feed 
industry. All will find a wel- 
come reception in these columns. 
Sit down this evening and send 
them on to Editor, Cracked 
Corn, The Feed Bag, 86 East 
Michigan street, Milwaukee. 
Your name will appear with each 
contribution. Mr. E. S. Wood- 
worth, of E. S. Woodworth & 
Co., Minneapolis, starts the good 
work and we are presenting his 
contributions herewith. Let’s 
hear from you, too. 


MR. WOODWORTH’S 
FAVORITES 


A chap was arrested for assault and 
battery and was brought before the 
judge, who asked: 

“What is your name, occupation, and 
what are you charged with?” 

Prisoner: “My name is Sparks. I 


am an electrician, and I am charged 
with battery.” 

Judge, after recovering his equilib- 
rium: “Officer, put this guy in a dry 
cell.” 

* 

Dick: “Is that a popular song Lynn 
is trying to sing?” 

Ray: “It isn’t popular now.” 

* * * 

Old Spinster: “Has the canary had 
its bath yet?” 

Maid: “Yes, he has, mum, you can 
come in now.” 


FIERY ROMANCE 


And we also know of a good look- 
ing feed dealer who placed a quaran- 
tine sign on his home to protect him- 
self from matrimony. The hopeful 
thereupon turned in a fire alarm and 
followed the blaze fighters into his 
sanctum. He’s marrying the fire chief's 
daughter next June. 


FATAL ANALYSIS 
Beneath this verdant heap of turf 


wies feed dealer McGee; 
He spoke of fat content in feeds, 


His wife thought it meant she. 
* * * 


There isn’t much going on in the 
world, but considering the flappers, 
there’s a lot coming off. 

* * * 

DIARY OF A PEDESTRIAN 
Disposition—Cross. 
Street Corner—Cross. 
Cemetery—Cross. 

There once was a man who went 
through his desk and knew why he 
kept all of the papers he had there. 

* * * 


THIS MONTH’S SLOW GUNS 


February has an extra day, but don’t 
use it to get in more worry. 

This is leap year. Let business pro- 
pose to you, but don’t fail to keep after 
it. 

Business may be on its feet, but it 
always needs a good head. 

A sale made today is avoiding a re- 
fusal when the farmer makes hay. 

* * 
VERY LOGICAL 

This: “Why are hogs always kept 
in pens?” 

That: “Because their tails are crook- 
ed.” 


Buffalo. 


Fancy Oats for Seed 


SAMPLES AND PRICES ON REQUEST 8D BD 


36 to 38 pounds test 


Place orders now to insure prompt delivery for spring planting 


‘| Please mention this ad. when sending for samples I 


(=i Quality Grain and Prompt Shipments “= 


Old Corn — New Corn — Oats — Barley 


Call Broadway—3416-3417 


Cargill Grain Company 


MILWAUKEE, WISCONSIN 


Keeping Step With Public Demand 


Receivers and Shippers at Milwaukee, 
Minneapolis, Duluth, Green Bay and 


Operating elevators with a total stor- 
age capacity of 10,000,000 bushels at 
well located centers. 
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Plans Are Complete For Eastern 


Feed Merchants Convention 
Dealers Will Enjoy Varied Program At Binghamton, February 22 and 23 


Discussions Of Trade Problems, Business Conference, Frolic Planned 


By W. A. Stannard 


Secretary, Eastern Federation Of Feed Merchants 


vention of the Eastern [edera- 

tion of Feed Merchants have 
been practically completed and all in- 
dications are that a large and enthus- 
iastic crowd will be on hand at Bing- 
hamton, N. Y., February 22 and 23. 

Headquarters at Arlington Hotel 

The headquarters for ihe convention 
will be the Arlington hotel, which has 
set aside its beautiful Spanish ballroom 
and art gallery for the regular sessions 
and for meetings of the committees. 
With the large addition to the Arling- 
ton ample accommodation will be pro- 
vided for the delegates, many of whom 
in the past have had to seek other 
quarters. 

The registration of delegates will be- 
gin Tuesday evening, February 21, at 
6 p. m. and an information desk will 
be opened at the same hour. 

A special meeting of the executive 
“committee, directors and officers will 
be held at 8:30 p. m., February 21. The 
final plans for the conference will be 
arranged and all complaints, sugges- 
tions and a future program will be 
discussed. 

Opening Session at 10 a. m. 

Promptly at 9 a. m., Wednesday, 
February 22, the registration clerks will 
take their places and will be the cen- 
ter of attraction for an hour. These 
clerks will be furnished by the Cham- 
ber of Commerce of Binghamton. 

Pres. W. Sanford Van Derzee has 
agreed to cal! the opening session 
of the convention together promptly 
at 10 o'clock. The business reports 
will be brief and will quickly give way 
to the mid-season addresses of the of- 
ficers. President Van Derzee will re- 
view the accomplishments of the fed- 
eration since its annual meeting last 
June and will suggest a program for 
future action. 

Committees will be appointed to give 
special consideration to features of the 
program which cannot be readily dis- 
cussed from the floor and to draft such 
resolutions as may be required. 

Three Addresses Scheduled 

Three addresses are scheduled for 
the morning session. These will have 
direct bearing on the problems facing 


P veri for the mid-winter con- 


the eastern retail merchants and should 
prompt a lively discussion. 

The subjects are: “How I Have Met 
Unfavorable Competition’, ‘Electric 
Power Installation for Efficiency and 
Economy”, and “Keeping Up With the 


W. A. Stannard 


Changes in Retail Merchandising”. 


An opportunity will be given for free ~ 


discussion and for asking questions. 
The members of the advisory coun- 
cil will hold a luncheon meeting as 
soon as the morning session is ad- 
journed. The officers of the federa- 
tion will outline plans for increasing 
the importance of the council, and sev- 


eral members of the council will speak 


briefly. 
Afternoon Session Important 

While two speakers are listed for the 
afternoon session, which will convene 
at 2 p. m., most of the period will be 
devoted to discussions of trade sub- 
jects. Retailers from various parts of 
the East will outline these subjects and 
lead the discussion. It is expected 
that this session will be one of the 
most valuable of the convention. Many 
of the retail merchants are gathering 
up their questions and suggestions for 
“airing” during what will be called the 
“Better Business Conference”. 
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One of the speakers during the after- 
noon session will give a report of the 
“Farm Inventory Week” recently con- 
ducted in New York state. More than 
15,000 farmers took stock of their as- 
sets and many filed the statements with 
their banks. It is expected one of the 
ultimate results of the inventory will 
be to convince the farmers that it is 
more profitable to borrow money from 
the banker than from the feed mer- 
chant. 

Banquet and Frolic 

The Spanish ballroom will be the 
scene of the banquet and gay frolic 
on Tuesday evening. The banquet will 
begin at 7 p. m. A carnival appearance 
will be provided by the bright colored 
hats and holiday novelties. 

Between courses a snappy song lead- 
er will take charge and has guaranteed 
to have everyone singing before the 
evening is over. It is expected that 
the mayor of Binghamton will give an 
address of welcome and the secretary 
of the Chamber of Commerce will 
speak briefly. 

There will be no long addresses or 
after-dinner speeches but as soon as 
the tables are cleared the “Federation 
Frolic” will be staged. The details of 
the frolic are never revealed until the 
evening of the affair, but those who at- 
tended last year know that a show 
“extraordinary” will keep everyone in 
z. merry mood. 

Closing Session Wednesday 

The closing session of the conven- 
tion will start at 9:30 a. m., Wednes- 
dav, February 23, and wll be devoted 
entirely to an open discussion of trade 
problems and reports of committees. 
It is at this session that a program 
for the spring and sunmer will be 
drafted. It is reported that some in- 
teresting and important recommenda- 
tions will be made by the committees 
and a large attendance of the retail 
merchants is desired so that a compre- 
hensive program may be arranged. 

The closing hour of the convention 
will be devoted to clearing up matters 
of business, adopting resolutions, and 
the report by the president of the dis- 
position of complaints. Adjournment 
will be at 12:30 p. m., which will per- 
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mit those who are compelled to make 
early train connection sufficient time 
for lunch. 

One of the most impcrtant and in- 
teresting parts of a convention is: the 
opportunity to meet others from all 
parts of the East and to exchange busi- 
ness ideas with them. 

According to President Van Derzee, 
“Many business problems have been 


solved in friendly conference in hotel 
lobbies during our conventions. I be- 
lieve this is one of the most important 
features of our conventions and I 
strongly urge all our members to dis- 
cuss their problems freely both in and 
out of the convention room.” 

The committees which have charge 
of the convention and entertainment 
have been busy for weeks preparing 


for what they predict will be the larg- 
est and best convention on record for 
the federation. The general commit- 
tee is made up of Mr. Van Derzee and 
the executive committee. Herbert J. 
Barndt, president of the Reliance Feed 
Co., Binghamton, is chairman of the 
entertainment committee. The feder- 
ation frolic staged last year at Bing- 
hamton was handled by Mr. Barndt. 


There is every indication that a large 
attendance will be on hand for all the 
sessions of the conventions. Manufac- 
turers and distributors of feed have 
carried prominent notices of the meet- 
4 e ing in their publications and quotation 
Sunset Feed & Grain Co Inc ‘ lists. A general invitation has been 
°9 extended to every retail merchant 
whether a member of the federation or 
not. On February 1, Mr. Van Derzee 
will release the following proclamation: 

“With the firm belief that the retail 
feed business requires concerted action 
and frequent conference, I do hereby 

“Invite and Urge 
“Every retail feed merchant in New 


‘‘All your needs in grain and feeds’”’ 


CHAMBER OF COMMERCE 
BUFFALO, N. Y. 


BRANCH OFFICE 
MIDDLETOWN, N. Y. 


FEED JOBBERS | 


Also Representing:. 


b York, New Jersey, Pennsylvania, and 
& J. C. HUBINGER BROS. CO., Keokuk, Ia............ Gluten Feed New England to attend the annual 
ROSENBAUM BROTHERS, Chicago, Ill...................... Grain Mid-Winter convention of the Eastern 
HENRY LICHTIG & CO., Kansas City, Mo....... Milo and Kaffir Federation of Feed Merchants, to be 
: FAIRMONT CREAMERY CO., Omaha, Neb......Dried Buttermilk held at Binghamton, N. Y., February 
4 AMERICAN MOLASSES CO., New York City. .Blackstrap Molasses 2 and 23 

MUTUAL RENDERING CO., Philadelphia, Pa.......... Meat Scrap ; 


“Subjects of the utmost importance 
to the entire trade and every individual 
merchant will be considered.” 


TO HELP YOU MAKE MORE PROFITS 


3 Business Builders That You Can Use 


To Increase Trade and Improve Service. 


OYSTER SHELL PRODUCTS CO., Philadelphia, Pa...Oyster Shells 


The MONARCH 
Vertical Batch Mixer 


(Patented) 


Is unsurpassed for mixing all 
kinds of dry stock feeds. It is 
easy to install. Takes very 
small space. Operates with 
little power. It is guaranteed 
to clean out completely. The 
Rack and Pinion discharge 
operates rapidly and does not 
bind or stick when opening. 
Heavy gauge iron and riveted 
and welded construction insures 
rigidity and long life. Catalog 
WF. also describes this machine. 


The MONARCH 
Corn Cracking and Grading Outfit me 


Send for it. 


SPROUT, WALDRON & CoO. 


The perfect machine for making steel cut 
corn up to 2500 pounds per hour. It cuts, 
grades, aspirates and produces three grades 


of high quality cut corn ready to sack and BOX 318 MUNCY, PA. 
4 sell. Catalog WF. on request. FLOUR, FEED AND CEREAL MILLING MACHINERY 
( Larger Cutters Furnished Separately. 3 BUILDERS SINCE 1865 
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Small Accounts May Be Collected 
By Correct Legal Action 


Suit Can Be Brought Through Commercial Lawyer Near Debtor's Home 
Dealer's Presence Not Required If Court Action Becomes Necessary 


ANY dealers suffer a sizeable 
M annual loss through the accu- 

mulation of small unpaid ac- 
counts in the more distant localities of 
their business sphere. This is partic- 
ularly true of accounts below the 
amount needed to bring them within 
the jurisdiction of the magistrate’s 
court, whose compass varies from 
debts of $13.33 to $1,000 in different 
states. 

Because of the distance ofthe offen- 
ding customer, the lack of knowledge 
of how to bring him to justice, as well 
as the press of present business, the 
dealer may be prone to let the debt 
slip and write it off the books with 
the well-known sigh. But there is a 
means of “getting” the offender and 
securing the payment of the bill in a 
manner economical enough to make it 
worth the while of the dealer to heed 
the method explained in this article. 

Small Claims Costs 

The justice-of-the-peace court is the 
small claims court that can serve the 
dealer to secure payment of a debt 
too small to be brought before a regu- 
lar magistrate’s court. The fees of this 
court are negligible with no more than 
$5.00 to $10.00 as the average. 

The commercial claim lawyer who 
tries your case before this court is al- 
lowed a fee of $7.50 whether he makes 
the collection or not. If he makes the 
collection he is allowed in addition a 
collection fee of 15 per cent, which on 
a debt of $50.00 would amount to only 
$7.50, the same as his court fee. Where 
the lawyer collects the debt without 
suit, he can secure a commission of 
15 per cent of the, debt up to $300.00, 
with a commission of $5.00 as a min- 
imum. When I say the lawyer is al- 
lowed so much commission I refer to 
the fact that these commissions have 
been agreed upon as fair and standard 
practice by the Commercial Law 
League, a governing body of which 
the commercial claim lawyer is usually 
a member. 

How to Start Collection 

Considering the small amount needed 
to collect the money due from bad 
debts the dealer should seriously con- 
sider the justice-of-the-peace court and 
the commercial claim lawyer as a 


By Henry Kerk 


means of making the red on his books 
somewhat bluer in tint. If the dealer 
wants to collect a bad debt in some 
distant town he should set about it in 
this wise. 

Consult the public library for a list 
of commercial claim lawyers through- 
out the country and from this list se- 
lect the name of such a lawyer: in the 
town where the debtor is located. An- 
other means of securing the lawyer's 
name is to inquire at the town clerk’s 
office or that of the local bank in the 
debtor’s town. A letter to the lawyer 
explaining the nature and circumstan- 
ces of the debt, the amount and dates, 
with the request for him to try and 
collect, is the first step. If he suc- 
ceeds in scaring the debtor into pay- 
ment, the lawyer will deduct his com- 
mission of 15 per cent and send the 
dealer the remainder. 

Facts Needed for Suit 

In the event. of a suit all the dealer 
has to do is to prepare an itemized 
statement of the account due and an 
affidavit which should embody the fol- 
lowing truths. First that the account 
o1 claim attached to the affidavit is cor- 
rect and true. Second that the affiant 
(signer of the affidavit) can personally 
swear that this account or claim is 
true, and correct. Third, that the af- 
fidavit has allowed all payments and 
credits. Since this affidavit must be 
signed before a notary, the dealer can 
rely on the notary for legal phraseol- 
egy and other details. It is necessary 
that the notary before whom the deal- 
e1 signs the affidavit send his certificate 
of authority along with the affidavit. 
So by sending the lawyer the itemized 
account, the affidavit, and the notary’s 
certificate of authority the dealer need 
not leave his office to appear before 
the court. If the court should happen 
to need further details these can be 
sent in the form of an affidavit again. 
If the court decides in favor of the 
dealer, the debtor pays the court costs. 

Time Limits by States 

The dealer who would use this meth- 
od of debt collection must remember 
that there are time limits in which 
the suit must be brought. Never un- 
der a year from the time the debt was 
incurred to as long as six years may 


THE FEED BAG—FEBRUARY, 1928 


clapse between the time of the debt 
and the time of court action depend- 
ing upon the state in which the suit 
is brought. Below is a list of the time- 
lapse as well as the debt amount limit 
af the justice-of-the-peace or equiva- 
lent court in the different states. 

Alabama, $100.00, 3 years; Alaska, 
$1,000.00, 6 years; Arizona, $200.00, 3 
years; Arkansas, $300.00, 3 years; Cali- 
fornia, $300.00, 4 years. 

Colorado, $300.00, 6 years; Connec- 
ticut, $100.00, 6 years; Delaware, 
$500.00, 3 years; District of Columbia, 
$1,000.00, 3 years. 

Florida, $100.00, 3 years; Georgia, 
$100.00, 4 years; Idaho, $300.00, 4 
years; Illinois, $300.00, 5 years; Indi- 
ana, $200.00, 6 years. 

Iowa, $100.00, 5 


vears; Kansas, 


. $300.00, 3 years; Kentucky, $100.00, 5 


vears; Louisiana, $100.00, 3 years. 

Maine, $20.00, varies; $20.00 to 
$300.00, 6 years; Maryland, $100.00, 3 
vears; Massachusetts, $300.00, 6 years; 
Michigan, $300.00, 6 years; Minnesota, 
$100.00, 6 years; Mississippi, $200.00, 
3 years. 

Missouri, $250.00 to $500.00, varies 
5 years; Montana, $300.00, 5 years; Ne- 
braska, $200.00 4 years; Nevada, 
$300.00, 4 years; New Hampshire, 
$13.33, to $100.00, 6 years; New Jer- 
sey, $200.00, 6 years. 

New Mexico, $200.00, 4 years; New 
York, $200.00, 6 years; North Carolina, 
$200.00, 3 years; North Dakota, 
$200.00, 6 years; Ohio, $300.00, 6 years; 
Oklahoma, $200.00, 3 years. 

Oregon, $250.00, 6 years; Pennsylva- 
nia, $300.00, 6 years; Rhode Island, 
$500.00, 6 years; South Carolina, 
$100.00, 6 years; South Dakota, $100.00, 
6 years. 

Tennessee, $500.00, 6 years; Texas, 
$200.00, 2 years; Utah, $300.00, 4 
years; Vermont $200.00 6 years; Vir- 
ginia, $20.00, 3 years. 

Washington, $100.00, 3 years; West 
Virginia, $300.00, 5 years; Wisconsin, 
$250.00, 6 years; Wyoming, $200.00, 
8 years. 


F. A. TAYLOR, Sioux City, Ia., 
purchased the controlling interest in 
the Akron Milling Co. from E. A. 
Fields. < 
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Now you can buy 
all your flour and 


in a single car 


You make more money through 
the new Gold Medal ‘‘Mixed 
Car’’ Plan because one dollar 
of capital does the work formerly 


done by three. 


Three times as many stock turn- 
overs, fresh, clean stock always, less 
warehouse space needed, smaller in- 
ventories, with only one-third as 
much capital invested. These are 
the profit-building features of the 
Gold Medal Plan by whic.: y-u or- 
der all‘your mill feed, manu‘: red 
feeds, and flour in a single :-:. 


Dealers who have taken advantage 
of it say it is the most satisfactory 
buying plan they have ever used. It 
not only simplifies buying but gives 
them the most complete line of qual- 
ity feeds and flour that they 
could possibly secure. 


“Gold Medal” is a brand 
that is nationally advertised 
and nationally known. Gold 
Medal “Kitchen-tested’’ 


Flour is the fastest selling brand in 
Americatoday. And Gold Medal 
Feeds are just as eagerly accepted, 
because they are made to produce 
results, because they are guaranteed 
to give satisfaction, because the 
reputation of the world’s largest 
millers is behind them. 


Bigger sales, easier sales, larger pro- 


fits, more turnover, less capital in- 


vested, better satisfied customers--- 

that’s the Gold Medal story. It 

will pay you to secure the complete 

details now. See our salesman, or 
write us today. 


Washburn Crosby 
Company 


DEPT. B-5 
Minneapolis, Minn. 
Kansas City, Mo. 


Pouttry FEEDS, MASHES ano Datry RATIONS 
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Here’s How You Make 
More Money 


Gold Medal Three-In-One Service 
gives you the opportunity of stock- 
ing IN ONE CAR the most com- 
plete line of flour and feeds ever 
offered. 


Under the Old System You 
Invested 
1 Car Manufactured Feeds $1,000 
a Car Peed 650 


(Approximately) $3,150 


Under the Gold Medal Plan 
You Will Invest 
Manufactured Feeds 


(Approximately) 


Check Over Your Chick 
Feed Stock Now 


Thousands of broods of baby chicks 
are being hatched. There will be a 
demand for Gold Medal Chick Start- 
er and Gold Medal Chick Feed. 


Following quickly will be a demand 
for Gold Medal Growing Mash and 
Gold Medal Developing Feed. 


See that your stock is sufficient to 
fill all calls so you will not miss any 
of this profitable business. 
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Push Your Seed Sales For Profit 
And Future Prosperity 


Dealer Who Boosts Clean, Tested Seeds Increases Patrons’ Buying Power 
Start Now To Advertise, Display And Solicit For Big Spring Business 


ground early and carefully will 
reap a good Ifarvest in the seed 
business. 

Farmer Brown is already sitting be- 
hind the old kitchen stove and think- 
ing of this year’s crops. 

“Over in the old meadow I guess 
I'll plant corn this year,” he muses. 
“I believe I'll try Wisconsin No. 12 
this time instead of that brand I had 
last year. Maybe it will pan out bet- 
ter. That old patch by the swamp 
ought to turn out a good crop of oats 
this season, and I'll seed it down with 
alfalfa. Darned funny, though, last 
year’s oats didn’t yield what I expected 
to the acre. 

Maybe It’s the Seed 


D EALERS who prepare their 


“The land was well worked and’ 


seeded early and the weather was good. 
Maybe it’s the seed. I’ve been using 
the same variety for a long time, and 
probably it’s peterin’ out. Wonder if 
I ought to try some pedigreed stuff, or 
probably neighbor Frisque would 
change seeds with me. He got a 
darned good crop last year.” 

This is the mood in which the deal- 
er should approach the farmer, and 
right NOW is the time. When the 
rural folks rise at four o’clock in the 
morning and trudge behind a spring 
tooth drag all day, snatching hours of 
favorable weather, they do not stop to 
meditate. Farmers will hazard all fu- 
ture results to get their land seeded 
while the time is ripe. The dealer who 
waits until then to make a startling 
volume of seed sales may find himself 
racing for the gate with a vicious farm 
dog at his heels. 

How to Sell Feeds 

“How will I approach the farmer 
now?” a dealer may ask. “The roads 
are bad, and I can’t get about.” 

Call personally if possible and if not, 
use the mails and advertise! 

There’s need of a tactfully handled 
campaign in the seed business. Deal- 


‘ers are not getting the profits they 


might obtain with more concentrated 
effort. 

More than 60 per cent of the seed 
trade in the United States is from 
neighbor to neighbor, official figures 
show. The dealer who will inoffensive- 
ly show the farmer the evil that exists 
in this practice will perform a serv- 


SEED BUSINESS 


Sixty per cent of the seed trade 
NEEDS BOOSTING in the United States is a bartering 
of uncleaned, untested and, in 

many cases, weed infested grains between farmers. ¢ 
Why aren’t the dealers getting more of this' business? 


The supplying of a farmer with good seeds has more than 
an immediate profit angle. Good crops create prosperity 
among the rural folks and greater buying power. Poor 
harvests on the other hand cause a depression. The dealer 
feels both of these conditions in his business. It is evident 
that if the farmer has more money the feed man will sell 
him more feed, and his books will be less burdened by ac- 


counts. 


The Feed Bag herewith presents an article describ- 
ing successful methods of selling seeds and a way to lower 
the farmer to farmer percentage of seed trade. The ideas 
are worth consideration. If applied they will yield imme- 
diate profits in more. seed sales and they will also lay the 
foundation for future prosperity. 


ice to the agricultural industry of his 
country and will boost his business. 
Many weed-ridden farms are the re- 
sult of farmer to farmer bartering of 
seeds. If in your boyhood days you 
were compelled to pull mustard out of 
a patch of oats for ten hours daily for 
one week under a hot June sun be- 
cause your dad _ planted neighbor 
Frisque’s seed, the problem would be 
impressed upon you forever. Many 
farm boys have spent their ’teens do- 
ing this, and probably one of these un- 
fortunate youths is now a mature man 
owning a farm. It should be easy to 
convince him. 
Methods of Advertising 

Local newspaper advertising, direct 
Ictter campaigns, and small district in- 
stitutes are means the feed dealer may 
use to put a clean seed campaign 
across. 

The idea must be handled cautious- 
ly. Avoid any statements that would 
cause the rural man to take offense. 
Many seeds grown on farms are good 
but the danger lurks in the fact that 
they are not properly cleaned and 
tested. The expensive machinery used 
to clean the seeds which you handle, 
the experts engaged to analyze them, 
and the extreme care to rid them of 
2ll foreign substances can be advertised 
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to the farmer. 

At this angle a chance for additional 
business may be developed. The ord- 
inary fanning mill on the farm does 
not remove all weeds from grain. If 
you have facilities to give good seed 
cleaning service to farmers, you can 
advertise the fact and keep the wheels 
of your plant turning during the late 
winter months. 

Writing the Advertisements 

How shall the clean seed campaign 
advertisements be written? 

Headlines are important and, they 
should attract attention. Here are 
several that could be developed. 

.—‘The Seeds You Buy This Win- 
ter May Make or Break You During 
the Next 12 Months.” 

2—‘‘Are You Paying the Weed 
‘Paxe? 

3.—“‘Even Your Best Neighbors 
Won't Tell You. They Don’t Know.” 

4—“Make a Safe Investment.” 

Number one may be followed with 
copy describing farming as a big busi- 
ness dependent upon the crops pro- 
duced and showing that poor seeds 
kill the harvest and break the farmer. 

Weed Tax Staggering 

The billions of dollars that are 
wasted annually by weeds may be 
called a “tax” to develop number two. 
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Every farmer who plants seeds that 
are not pure obligates himself to pay 
a part of the burden. Clean seeds will 
exempt him from weed taxation. 

Number three is a means to discour- 
age farm to farm trade. The copy fol- 
lowing this headline may tell that a 
neighbor may be honest but without 
special equipment used in the big seed 
laboratories he is unable to discover 
the weeds that are concealed in his 
grain. 

Number four may be followed with 
several paragraphs describing why 
good seed is not only an incidental ex- 
pense but one of the most important 
farm investmenf®s. 

Service to Your Patrons 

Every feed dealer should have the 


interest and welfare of the farmer next 
to his heart. Persuading him to buy 
and plant good clean seeds will even- 
tually increase the production on his 
farm, give him more buying power, 
and consequently provide more busi- 
ness for the feed industry. 

The county agent is the dealer’s best 
friend in developing seed business. He 
is acquainted with the information is- 
sued by state and national departments 
of agriculture and works to encourage 
farmers to grow certified grains. It is 
possible to arrange a series of district 
institutes in co-operation with the 
county agent to show the rural folks 
the advantages of clean seed. Enter- 
tainment at a low cost may be pro- 
vided by the feed dealer, who will 


Back of every sack stands the INSTITUTION 
asa FULL GUARANTEE 


back for more. 


Minneapolis, Minnesota 


INTERNATIONAL Feeds are guaranteed to produce 
‘*better results at lower cost.’’ This guarantee is backed 
by a million dollar company which has been making 
scientifically balanced feeds for twenty years. 

You can sell these guaranteed feeds with more con- 
fidence—your customers buy with confidence, and come 


The story of International Guaranteed Feeds is being 


told through farm papers and by radio to feeders in the 
Middle West and Northwest. 


Ask an International Man or write for dealer proposition. 


INTERNATIONAL Sugar Feed Co. 


se INTERNATIONAL 


SUGARED FEEDS For GREATER PROFITS 


Memphis, Tennessee 
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eventually get the increased business 
that may result from the meetings. 
District institutes should also be held 
during February and early March 
when the farmer is at leisure. 
Displays in Your Store 

A dealer’s store should be arranged 
to follow up the seed promotion work. 
Open bags containing the grains should 
be placed in conspicuous places. Farm- 
ers who come to the dealer’s ware- 
house on other business will become 
interested, run their fingers through 
the seeds and inquire about the price. 
A little sales talk on the part of the 
dealer will result in an order for spring 
delivery. 

Edward Perry, of the Knauf & Tesch 
Co., Maplewood, Wis., obtains a large 
volume of seed corn business every 
year by soliciting orders during the 
winter months. Personal calls are best, 
if the roads permit and the dealer can 
spare the time. Mr. Perry uses evid- 
ence of results obtained by his last 
year’s buyers and convinces many new 
customers. He has also discovered that 
a dealer should be able to talk intelli- 
gently about the profits to be made 
from the crop as well as the germina- 
tion test of the seeds that he is selling. 
“When you’re among the farmers do 
as the farmers do,” is his policy. Mr. 

(Continued on Page Twenty eight) 


Backed by a Strong 
RESALE PLAN | 


The Kellogg Seed Com- 
pany has built up pres- 
tige—a reputation for the 
reliability of Rainbo seeds 
| —among Wisconsin farm- 
ers. 


| Advertised for years— 
right now, in the Wiscon- 
sin Farmer, Wisconsin Ag- 
riculturist and over ‘WN. T. 
M. J. (Milwaukee Journal 
Station.) Write for price 
| quotations. 


KELLOGG SEED CO. 


MILWAUKEE 


| 
Lower cost: 
SSS — 


Local Evidence From Letter Contest 


Sells Many New Customers 


Special Appeal Made To Farm Wives Attracts Large Number Of Entries 
Feeders Will Buy If Shown Figures Telling Their Neighbor's Results 


NE of the sales problems con- 
O fronting distributors of com- 

mercial feeding rations is to in- 
duce greater numbers of farmers to 
give the products a trial and note their 
efficiency for increasing the revenue 
secured from poultry and live stock. 
There is nothing equal for use in meet- 
ing this problem, to the testimony of 
satisfied users of modern feeding ra- 
tions. This testimony is called “local 
evidence” and when obtained from key 
feeders will invariably get interested 
attention from the most cbstinate pros- 
pect among his neighbors for miles 
around. 

The Aurora Flour Mills Co., Junc- 
tion City, Kans., has made a sustained 
effort during recent months to secure 
reliabla data from users of its feeding 
rations and to pass on this material to 
thousands of new farmer prospects. 
The aim of the company is to show 
prospective users of its feeding rations 
what the average stock raiser or poul- 
tryman may expect in the line of great- 
er profits when he discards haphazard 
feeding methods and makes regular 
use of balanced rations. 

For Manufacturers and Dealers 

This firm manufactures dairy ration, 
calf meal, pig meal and poultry feeds. 
Its customers are recruited from sev- 
eral counties tributary to Junction 
City, which is in Geary county. The 
idea, however, is just as good for deal- 
ers selling commercial feeds as for 
manufacturers. 

The first step in its recent campaign 
was to conduct a letter writing con- 
test. Several cash prizes were offered 
to the farm folks who submitted the 
best letters describing their experiences 
at feeding Aurora Flour Mills Co. 
special rations to poultry and _ live 
stock. 

Special Appeal to Women. 

The prize contest! was announced in 
a circular letter mailed to farmers on 
all the R, F. D. routes leading out of 
Junction City, as well as a number of 
other towns in the territory. It is said 
the company mailed approximately 
7,000 of the “prize announcement” let- 
ters. 

It wasn’t long until letters began ar- 
riving from farmers who had used the 
company’s rations. Then the company 


The Aurora Flour Mills Co., 
Junction City, Kansas. 


Gentlemen: 


her milk flow. 


for Tyco Best Dairy Ration. 


Scratch and Growing Mash. 


ACME FARMS 


&. P. MILLER, PROP 


Junction City, Kansas 


Uy attention was first drawn to your “Tyco Best Dairy Ration” some two 
years ago, and I gave it a good trial on 22 head in different stages 
of lactation, feeding from 10# to21# per cow, depending on amount of 


Tyco Best Dairy Ration was balanced with alfalfa and corn stover. Salt 
was kept before the cows as was weter, at all times. The herd averaged 
11564 of milk with test of 4.04% making 46.7# of butter fat. This made 
them the highest herd for the month of October °25 in the state cow test- 
ing association. Nine of the twenty two being in heifer form speaks more 


Sometime later, I put my flock of single comb Rhode Island Reds on your 
scratch feed and kept Tyco Best Laying Mash before them at all times, and 
feeding corn-at night received a production which was very gratifying, as 
we received as high as 166 eggs per day from 191 hens. 


In the spring of 1926 I put out 142 chicks in our home made brooder and 
started them on "Tyco Best Chick Scratch," after the fifth day added Tyco 
Best Growing Mash, feeding in hoppers and keeping same before them from 
noon on, each day. At the age of twelve weeks, or when I sold the cock- 
erels for broilers, I still had 140, just losing two chicks. I have 
continued to feed, and always will grow my chicks on “Tyco Best Chick 


After tbe great success I had with ycur other products, I was anzious to 
try your Calf Meal and proceeded to raise two heifer calves on it, start- 
ing the two on whole milk and feeding them until two weeks of age, when 
Tyco Best Caif Meal was added to milk as per your directions and at. five 


Dec. 14, 1927. 


months of age, I had as fine a pair of calves as I ever raised and at less 
than half the cost of my other calves. We have raised some twenty calves 
on Tyco Best Calf Meal the past year and would not ask for anything better. 
We will always grow our calves with Tyco Best Calf Meal as long as we can 


got it. 


Respectfully, 


I can’t understand why a person will pay more when tney get no better 
SACK and a name that doesn’t sound as good as "TYCO BEST" sounds to me, 


(Signed) E. P. Miller, 
Prop. Acme Dairy & Farms. 


“got busy” and distributed a special 
letter carrying the heading: The Par- 
able of the Wise Woman. In this let- 
ter the wives of farmers were encour- 
aged to submit letters regarding their 
experiences at feeding the company’s 
poultry and other feeds. The Parable 
of the Wise Woman letter was mailed 
several weeks before Christmas, and 
farm women were advised to win a 
prize for Christmas money. This let- 
ter inspired much interest and brought 
in a valuable supply of data regarding 


the efficiency of the company’s poul- 
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try feeds. 

After the lucky contestants had re- 
ceived their prizes the farmer’s letter 
which was awarded first prize was 
multigraphed and distributed to every 
one who had received the company’s 
first letter announcing the contest. This 
letter contains practical facts of out- 
standing interest to every farmer re- 
garding the value of the Aurora Flour 
Mills Co. dairy ration, laying mash, 
chick scratch, growing mash and calf 
meal. 

It is too early to estimate the full 
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sales value of the prize winning letter 
but concrete evidence of its advertis- 
ing value is attested by the increased 
demand for the company’s products 
throughout the territory covered by 
its prize contest literature. 
The “Parable” Letter 

For the benefit of readers of The 
Feed Bag who may be interested in 
trying this method of obtaining “local 
evidence”, we are reprinting herewith 
the letter which won the interest of 
rural house wives which was entitled 
“The Parable of the Wise Woman.” 

“A certain woman as she performed 
her tasks kept thinking, ‘If only I had 
a bit more money for Christmas. 
Daughter is growing larger and wants 
more things. Son wants a sled and a 
little model of Lindbergh's airplane, 


baby wants toys and the good hus- 
band would like—oh dear, why can’t 
there be heaps of money especially at 
Christmas time! Now if I just had 
some of my very own, how much fun 
it would be.’ 

“So she sat herself down and wrote 
a letter, not to Santa Claus as she 
had done when she was a little girl, 
but to the AURORA FLOUR 
MILLS COMPANY, telling them 
how successfully she had raised her 
chickens on TYCO BEST POUL- 
TRY FEEDS; how well her hus- 
band’s fine dairy cows were doing on 
TYCO BEST DAIRY RATION; 
how the little pigs tails did curl from 
eating TYCO BEST PIG MEAL; 
how sleek and fat the calves were on 
TYCO BEST CALF MEAL. 
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THE GLORY 
OF CREATING 


The extensive Purina 
experimental farm is only 
one evidence of the 

thoroughness with which 
all Purina Mills opera- 


A 


ST. 


S 


conducted. 


— 


BUFFALO KANSAS CITY 


LOUIS FORT WORTF 


“And ‘behold! a week before Christ- 
mas in her mail she found some gold, 
real Christmas money. 

“So ends the parable of the wise 
woman. 

“Now she didn’t think she could ever 
write a letter that would win a prize, 
but she did. Possibly her husband 
helped her, or maybe he wrote one 
himself. 

“Think it over NOW! 

“Address this letter to, 

“THE AURORA FLOUR MILLS 
COMPANY, 

“Junction City, Kansas. 

“Too late after Dec. 15.” 

The first prize letter is published as 
an illustration with this article. We 
believe every dealer or manufacturer 
would be glad to have a similar letter 
telling about results obtained with his 
feeds. And the Aurora Flour Mills 
Co. received many letters almost as 
good, in their contest. These other 
letters are now being used in the com- 
pany’s direct mail campaign which is 


expected to develop new business in 
1928. 


KURT RICHARDSON, manager 
of the West Allis, Wis., plant of the 
Dadmun-La Budde Co. is the proud 


father of a young lady, born January 


The Dairy Cow 


Requires Rich, 
Milk-making 
Feeds 

Our Western Alfalfa 
Meal is a depend- 
able healthful dairy 
feed. Uniform in 
texture and color. 


Contains no excess 
moisture. 


Alfalfa Meal 


May be fed without 
waste. Contributes 
value to the ration 


—and Cows 
like it. 


Write or Wire Us For Quotations 


The Denver Alfalfa 
Milling & Products Co. 


Pierce Bldg., 
ST. LOUIS, MO. 


LAMAR, COLO. 
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Predicts Feed Delivery To Farms 


As Regular Future Service 


Plan Should Be Discussed And Considered, Says A. J. Kujawa, Rudolph 
Would Hold Afternoon And Evening Session At Stevens Point Meeting 


Peter Berg, Gary, Ind., uses Inter- 
national truck with Heil equipment 
to haul flour. 


Wausau District Dealers’ 
® Club of the Central Retail 
Feed Association and proprietor of The 
Kujawa Co., Rudolph, Wis., writes an 
interesting letter to The Feed Bag un- 
der date of January 10. Mr. Kujawa 
suggests that the next meeting of the 
Wausau District Dealers’ Club, to be 
held at Stevens Point in May, include 
an afternoon as well as an evening 
session. He says: 

“In preparing a program for the 
next meeting to be held in May, I am 
wondering whether it perhaps might 
be a good idea to hold it in the after- 
noon, to be called say 2:15 p. m. The 
- business session could wind up at say 
5:30. Then dinner at the usual time fol- 
lowed by more business in a somewhat 
lighter vein. The objections to just an 
evening session are that some of the 


\ J. KUJAWA, chairman of the 


boys come a long distance and usually 
by the time eats are cver, some of 
them are ready to get away. 


“Also, at the last meeting at Wau- 


sau I met a man who makes a business 
of delivering feed to his customers. We 
would like to have him on the floor 
at this next meeting. 


I firmly believe 
the delivery of feed is coming as a 
regular service and how to do it at a 
profit is a poser to me. 

“Our box car artists, the Farm Bu- 
reau, have not been very active of late. 
They rented an old deserted store 
building in which they stcred some feed 
they could not sell. A horde of rats 
took possession and now they are try- 
ing to sort the gluten from the bran 
and the hen feed from dairy feed very 
much to the disgust of the patrons. We 
are selling our usual quota of feed.” 

Mr. Kujawa has two business slo- 
gans printed on his letterhead. The 
first is “Everything from Thread to 
Threshing Machines’, and the second, 
“Cash is the Axle Grease of Business”. 
He is a live wire. 


F. KERN, Sparta Produce Ex- 
change, Sparta, Wis., a director of the 
Central Retail Feed Association, will 
leave soon for California where he will 
take a three months’ rest. 


Gruhle Elected President 
By Rye Millers 


HARLES GRUHLE, of the 
C Oriental Milling Co., Manito- 
woc, was elected president of 
the Wisconsin Rye Millers’ Associa- 
ticn at an enthusiastic meeting of the 
organization held at the New Pfister 
hotel, Milwaukee, January 27. Ward 
Fallgatter, of Fisher & Fallgatter, 
Waupaca, was chosen vice-president, 
and Sidney N. Northrop, of the Globe 
Milling Co., Watertown, re- 
elected secretary and treasurer. 
Directors elected were E. O. Wright, 
of the Wisconsin Milling Co., Menom- 
onie; TF. Schneider, of the H. P. 
Schmidt Milling Co., Oshkosh; George 
Moody, of the Weyauwega Milling 
Co., Wevauwega; and K. L. Burns, of 
the Globe Milling Co., Watertown. 


Problems regulating flour shipment 
to points outside of the state were the 
main topics of discussion and com- 
mittees were. appointed to investigate. 
Mutual questions of the trade were also 
talked over, and the meeting was one 
of the most enthusiastic ever held. 

Mr. Gruhle, the new president, will 
concentrate his efforts at present on 
increasing the membership of the or- 
ganization. He desires to maintain an 
active harmonious spirit among the 
millers toward the accomplishment of 
better trade conditions, particularly 
outside of the state. Mr. Gruhle has 
been a member of the Wisconsin Rye 
Millers’ Association for more than 30 
years. He operates a successful mill- 
ing establishment at Manitowoc. 
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E. Liethen Grain Co., Appleton, Wis., 
uses this White truck to deliver flour 
and feed. 


JOSEPH W. CONNOR, Superior, 
Wis., a member of the state grain and 
warehouse commission, was re-ap- 
pointed by Governor Zimmerman for 
another three-year term. 


KOTVIS BROS. CO., Milwaukee, 
Wis., jobbers of flour and feed, are 
erecting a new three-story fireproof 
warehouse at 30th and Brown streets. 
The warehouse will have a capacity for 
storing 140 carloads of flour and feed. 


Lumbermen’s Convention 


Will Attract 1500 


Fifteen hundred delegates and exhib- 
itors, including many feed dealers, are 
expected to attend the 38th annual con- 
vention and trade exhibit of the Wis- 
consin Retail Lumbermen’s Associa- 
tion, to be held at the Milwaukee audi- 
torium for three days beginning Feb- 
ruary 21. 

All available space in the auditorium 
has been rented for the largest trade 
exhibit the association ever has 
planned, it was announced through 
Don S. Montgomery, secretary. 

Hawley W. Wilbur, lumber and feed 
dealer at West Allis, Wis., president, 
will preside at the opening session 
Tuesday and will head the list of offi- 
cers to give reports. That night the 
annual dinner of the Hoo-Hoos, a so- 
cial branch, will be held at the new 
Schroeder hotel. 

The annual banquet is to be held 
Wednesday night at the Schroeder. 
Election of officers will take place 
Thursday afternoon. 
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Charles G. Hooker Joins 
A. Dickinson Co. 


Charles G. Hooker, one of the best 
known men in the feed trade of the 
Central Northwest, is now associated 
with the Albert Dickinson Co., Minne- 
apolis, as manager of feed sales. Mr. 
Hooker was formerly a resident of 
Wisconsin and up to a few years ago 
was sales manager of the Northern 
Milling Co., and Dodge-Hooker Mills 
at Wausau. Since leaving Wausau and 
up to the time of making his present 
connection he was associated in a sim- 
ilar capacity with the Brooks Milling 
Co., at Minneapolis. 


Mr. Hooker 
knows personally 
practically every 
retail feed dealer 
in Wisconsin and 
Minnesota and 
during the time 
he was with the 
Brooks Milling 
Co., he established 
an enviable dealer 
organization in these two states and 
eastern Iowa for the distribution of 
Blue Ribbon sweet dairy feed. 

In announcing this change in a let- 
ter to The Feed Bag, Mr. Hooker 
writes as follows: “The relationship I 
have had with my Wisconsin dealer 


Chas. Hooker 


Insunng The Year's Profits 


G Making a profit on the year’s business is the first pur- 
pose of every feed merchant. 


G The money profit is pleasant to consider, but there are few 
feed merchants who strive for the money alone. 


Q They like the game, the matching of wits, the give and 
take of business life. 


g Also, they like to feel that they are performing a worthy 
service in the community. Rarely does a man make money 
for himself without making money for his customers. 


Q Said another way: It usually follows that when a man 
selfs merchandise that gives pleasure and profit to his cus- 
tomers, he makes money for himself. 


who buys them. His good-will and steady 
trade go to the feed merchant who sells him. 


{ Q Unicorn Feeds prove profitable to the farmer } 


g During 1928, as in previous years, the feed merchant who 
handles Unicorn Feeds may feel fairly certain of a fair pro- 
fit on the year’s business. 


There is no form of profit-insurance like that of selling 
your customers a feed on which they will surely make a profit. 


CHAPIN & COMPANY 


327 South La Salle Street 
Chicago, IIl. 


Page Twenty 


THE FEED BAG—FEBRUARY, 1928 


friends in past years makes me appre- 
ciate what I have to offer them now 
and the first item on the list is fine 
service. The Dickinson Co. has an 
enviable reputation for the quality of 
its products and we can supply all the 
seed and feed requirements of the deal- 
er’s warehouse.” 

Mr. Hooker is going to specialize on 
selling My Lassie sweet dairy feed in 
connection with a full line of Dickin- 
son Globe feeds for poultry, cows, 
hogs and horses and Dickinson Pine 
Tree farm seeds. He says: “I can 
offer fine service during the months 
when service is needed by the dealer 
and quality’ products, all manufactured 
on the basis that results determine 
value.” 


RECENT BUSINESS CHANGES 
According to recent letters received 
by The Feed Bag, the Farmers’ Co- 
operative Exchange has purchased the 
feed business of the Page Bros., Ban- 
gor, Wis.; James Betthauser, Norwalk, 
Wis., purchased the feed business of 
Heller & Momsen; Stanley Co-opera- 
tive Co., Stanley, Wis., has discon- 
tinued business; R. O. Field has discon- 
tinued his feed business at Osseo, Wis., 
and the Fenwood Commission House 
has taken over the feed business of E. 
N. Jacobson & Sons, Fenwood, Wis. 


DRY SKIM MILK 


i Baby Chick feeds 
Gives the 


Best Form of 


PROTEIN 
MINERALS 
LACTOSE 


SKIM SOLIDS ARE THE 
BUILDERS 
An average analysis shows 
38% Protein—builds muscle 
meat 
8% minerals—builds strong 
es 
50% Lactose—energy and 
health giving food 
Write for samples 
and information 
AMERICAN DRY MILK 
INSTITUTE, Inc. 
160W North La Salle St., Chicago, Ill.. 


Milk 

| is WATEF 
| — 
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Closer Contact With Farm Patrons 
Profitable ‘To Dealer 


Do Right By Farmer And He Will Do Right By You, Advises Joe Free 
Makes Friends With Rural Shipping Groups Rather Than Opposing Them 


HAT is the mission of a re- 
W tail feed dealer? 


Our good friend Joe Free, 
who operates a successful feed business 
at Columbus, Wis., had dinner with us 
a few evenings ago and advanced sev- 
eral good common sense ideas in an- 
swer to this question. Although Joe’s 
opinions are different from those of 
most dealers, nevertheless, they have a 
solid foundation and are worth consid- 
ering. 

Joe believes in staying within the 
limits of a strictly retail feed business. 
A dealer, in his opinion, should remain 
in his own field and develop that to 
the limit, rather than groping about 
for anything that he can pick up in 
the way of jobbing business. 

Building Good Will 

“The function of a feed dealer,’ he 
says, “is strictly one that is retail. He 
is a merchandiser who renders service 
to his trade by helping solve feeding 
problems and selling feed from his 
warehouse and store. There is plenty 
of retail business to be obtained if a 
dealer will try to develop it.” 

Building confidence with the farmer 
is one method suggested by Mr. Free 
to fully develop the retail business. 
Joe does not believe in being too so- 
licitous. His idea is to make a farruer 
feel that a. dealer comes to him for a 
visit rather than to use high pressure 
tactics to force him to buy. Joe goes 
out among the farmers frequently, and 
he spends many Sunday afternoons at 
rural homes. As a result he has built 
good will among the patrons in his 
territory. 

Dealer is a Necessity 

“I try to make the farmer realize,” 
Mr. Free says, “that a retail feed deal- 
er is a necessity. I show him that I 
am a cog in the farming community, 
because I keep stock on hand that the 
farmer needs, and it is available when- 
ever he desires to buy it.” ; 

Another method suggested by Mr. 
Free to gain the farmers’ confidence is 
to advise them when the dealer believes 
prices on feeds are the lowest and 
when the best time to buy is at hand. 
This can be done, he suggests, by di- 
rect mail advertising, by telephone or 
by making personal calls. Mr. Free 
warns a dealer to be absolutely honest 
in his intentions, and avoid giving the 


impression that the stunt is used mere- 
ly to bait the farmer into buying early. 
Mr. Free has several customers who 
purchase their feeds during the sum- 
mer months at any time he may sug- 
gest. They have learned to believe in 
him and trust him, and that is worth 
a great deal in any business. An ex- 
ample that strikes through the pocket- 
book is the most pleasant, and if a 
dealer can save money for a farmer he 
has won a lasting friend. 

Befriends Shipping Associations 

Contrary to the stand taken by many 
dealers Mr. Free believes in encourag- 
ing farm shipping associations, rather 
than opposing them. 

“These organizations are going to 
exist, whether a dealer fights them or 


not,” he declares. “Why should a man 
in the feed business make enemies of 
many of the best farmers in his com- 
munity? Some day that organization 
may break up and then the dealer will 
find those who formerly belonged to 
it avoiding his store. It’s better to 
stay on the good side of these farm 
associations.” 

Mr. Free makes a practice of attend- 
ing meetings of a shipping association 
in his district. The farmers welcome 
him and have asked his opinion on 
prices and the time to buy on-many 
occasions. 

Advocates District Buying 

Joe is a strong advocate of dealers’ 

co-operative buying through organized 


(Continued on Page Twenty-four) 


Free Poultry Meetings Boost 
Business For Dealer 


Poultry Disease School 


Will Be Held MONDAY, Jan. 23, 7:30 p. m., 
Assembly Room of the Court House 


Strictly Educational and FREE to All 


You are invited to attend this free schoo! and bring along 
avy siek or out-of condition chickens that you may have. They 
will be killed and a post mortem examination will be held. You 
will be informed by a poultry disease specialist ofthe nature of 
the trouble; bow to recognize. treat and prevent it. 


The vnly people who never have any poultry trouble are 
those who do not have any poultry. You may not be having 
trouble now but it will pay you to find out how to prevent or 
overcome apy future trouble you may have. 

Ladies are especially invited to attend this free schoo! 


There will not be anything sold at = meeting. It is purely 
ao 


FARMERS PRODUCE CoO. 


212 Third St. C.T.CLARK,Mgr. Phone 426 


T. CLARK, manager of the 
Cc Farmers’ Produce Co., Mariet- 
® ta, Ohio, is boosting feed sales 
by giving his customers practical in- 
structions in poultry management. For 
this purpose, Clark secured the serv- 
ices of Lyman Peck, poultry specialist, 
and on January 23, a meeting was an- 
nounced which was free to all resi- 
dents of the county. The stunt was 
widely advertised through local news- 
papers and poultrymen were invited 
to submit their problems and to bring 
with them any diseased fowls which 
they might have. 
More than 160 persons availed them- 
selves to this privilege and on the date 
mentioned there was an _ enthusiastic 
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meeting in which every one took part. 
During the discussion, new ways of 
making additional profits were brought 
out especially those pertaining to mod- 
ern rations and methods of feeding the 
flock. A number of sick fowls were 
dissected and the nature of each dis- 
ease explained. There were also special 
suggestions on housing, culling, and 
selection of breeding stock. 

The audience was not asked directly 
to buy anything at this meeting, but 
the instructor explained that the health 
oi the poultry flock depended largely 
on the kind of feed it received and that 
many serious diseases could be con- 
trolled by using certain rations. 

The Farmers’ Produce Co. saw to it 
that their store was stocked with the 
various mixtures which the instructor 
recommended, and the audience was 
asked to inspect the goods whenever 
poultry rations were needed. At the 
close of the meeting, many prominent 
members, including the county agri- 
cultural agent thanked the company 
for the helpful service it had rendered. 

Meetings of this nature always take 
well with rural folks. They profit 
greatly from the ideas, plans, and sug- 
gestions, and in exchange for the serv- 
ice they are sure to remember and 
patronize the feed dealer who made 
it available. 
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You can’t 
go wrong 


In Selling Only 


Pilot Brand 


Oyster Shell-Fiake 
FOR POULTRY. 


t’s the best Crushed — 
Oyster Shell packed 
and the only one that 
has been advertised 
for years. 


BRAND 
OYSTER SHELL 
FLAKE 


WY 


FOR POULTRY 


OYSTER SHELL PRODUCTS 
CORPORATION 


Shell Building, St. Louis, Mo. 


SEED DEALERS of Washburn 
county, Wisconsin, held a meeting in 
the county agent’s office at Spooner, on 
January 12. Professor Delwiche of the 
University of Wisconsin was present. 


E. J. WILSON, Dodgeville, Wis., 
has purchased the Dodgeville Produce 
from the V. T. Williams estate. 


JOHN H. ALLEN SEED CO.,, 
Sheboygan, Wis., the Everett B. Clark 
Seed Co. of Connecticut and the N. B. 
Keeney Son, Inc., of New York, have 
been merged into the Associated Seed 
Growers, Inc., with headquarters at 
New Haven, Conn. 


J. C. DEERE, Long View, IIl., pur- 
chased the elevator of Paul Kuhn & 
Co. 


POSTEL MILLING CO., Macou- 
tah, Ill., is building a new mill. 


Cc. B. WESLEY, Sidney, IIl., bought 
the elevator of E. G. Coon at Block 
Station, 


QUAKER OATS CO., Cedar Rapids, 
Ia., will erect a new cleaning and dry- 
ing building on the site of a feed house 
which burned recently. The new build- 
ing will be twice as large as the build- 
ing destroyed by fire. 


money: invested. 


VENTUALL Y all elevator owners 


will realize it is better to buy lightning 
protection once than to pay annually for lack 
: of it. The increased insurance cost on the un- 

protected elevator will pay for the protection in from one to four 
years and a return thereafter of from 25% to 100% on the 


GRAIN DEALERS NATIONAL MUTUAL FIRE INSURANCE CO. 


INDIANAPOLIS, INDIANA 


J. J. Fitzgerald 


Secretary-Treasurer 
Indianapolis, Ind. 


C. R. McCotter 


Western Mgr. and Ass’t. Secy. 
maha, Nebraska 


REPEAT ORDERS 


An example of our New Cutter’s 
popularity: Mr. Walter Nowak of Nowak 
Milling Corp’n., Hammond, Ind., ordered 
a No. 1-B Improved “Eureka” Corn Cutter 
with direct connected Magnetic Separator 
which was shipped early in August. 


Luxe i 
“Eureka” No, 1-2 Corn cutter More Cutters” 
Were ordered Long Distance ‘phone on Sept. 14th. That's the re- 
ception these new “Eureka’s” are getting---because of Accessibility, 
LARGE AREA ONE PIECE SCREEN, Timken Bearings and many 
other superiorities. 

ASK FOR PHOTOS--SERIES F 


European Branch: 64 MARK LANE, LONDON, ENG. 


fem Se HOWES CO., INC. 


SILVER CREEK, N. Y. 
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Prepared by the Minneapolis branch 
office Hay, Feed and Seed Division, 
Bureau of Agricultural Economics. 


HE wheat mill feed market has 
been decidedly firm. Although 
buying for some weeks past has 

been principally of a hand-to-mouth 
character, the demand during the last 
few days has shown signs of broaden- 
ing out and jobbers and mixed feed 
interests during the last few days have 
been quite active in making commit- 
ments through to April. 

Bran and standard, middlings are in 
the best request and offerings of these 
feeds are being taken about as fast 
as offered. The heavy feeds on the 
other hand are weak. Although flour 
middlings are moving moderately well, 
the market on red dog is quite draggy, 
due principally to the weak situation 
in the second clear market. 

With stocks of most by-product 
feeds way below normal, and enough 
demand apparently coming in from day 
to day to well absorb the output, it ap- 


pears very likely that a high and firm 
feed market should prevail at least un- 
til spring pasturage is available. 

The market on high protein feeds is 
also steady. Production of linseed 
meal at Minneapolis will undoubtedly 
be gradually curtailed from now on as 
the demand for linseed oil is not par- 
ticularly brisk and crushers’ stocks of 
oil are accumulating. Limited produc- 
tion is also being reported in other 
crushing centers. Mills for the most 
part are well sold up already through 
February and re-sellers are making the 
lowest quotations and are in position 
to promise the best deliveries. 

Cottonseed meal market is holding 
steady although only a limited trade is 
passing. Exporters are in the market 
in a moderate way right along. Ex- 
ports of cottonseed meal, however, 
during. the month of December re- 
flected the smaller supply of meal 
available as compared to a year ago 
as exports during December, 1927, 
amounted to only 43,000 tons com- 


° 


pared to 92,000 tons the year previous. 

Gluten feed and gluten meal is tight. 
Mills for the most part are confining 
their offers entirely to March shipment 
although re-sellers in some instances 
are in position to offer small quanti- 
ties for prompt and February and are 
demanding premiums over the mills’ 
March price for this kind of shipment. 

Various feeds today, Jenuary 31, are 
quoted in straight carlots as follows, 
f. o. b. Minneapolis: Standard bran, 
$31.00; pure bran, $31.50; standard 
middlings, $31.00; flour middlings, 
$33.50 to $34.00; red dog, $35.50 to 
$37.00; linseed meal, $48.75 to $49.00. 


GEORGE WEBER purchased the 
Fear Mill at Hopkinton, Ia. 


BUS ACCIDENT FIRES MILL 

A skidding automobile bus collided 
with the mill of A. H. Burns, Penn 
Yan, N. Y., causing an explosion, 
which resulted in a fire that destroyed 
the mill. 
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EDGAR L. BROKAW, Walnut, 
Ill., a grain dealer, has had an invol- 
untary petition in bankruptcy filed 
against him, listing debts of $71,332.53 
and assets of $23,004.54. 


O. F. BARNETT, Springfield, IIl., 
purchased the plant of the Peerless 
Mill & Elevator Co., from Brinkerhoff 
& Co. 


Contact With Farm Patrons 
Profitable To Dealer 


(Continued from Page Twenty-one) 
local district clubs. 

“Why can’t we do our buying as the 
farm organizations work it,” he asks? 
“Let the dealer’s district club get to- 
gether and list their needs. Then ap- 
point a committee of three to take 


Jacobson “A JACS§" Tree 


Feed Grinder 


Pulverizes grains, ear or snapped corn; 
roughage, and other materials into soft 
cool stock. 
grinds more feed. 


A. E. Jacohson Machine Works, Inc. 


Requires less H. P. but 


Write for full particulars. 


1090 TENTH AVE. S. E 
MINNEAPOLIS, MINN. 


WHEAT £=SCREENINGS # 
wt 
Hiawatha Grain Company (7: 
to MINNEAPOLIS, MINN. nt 
+ ‘‘FOR BETTER SERVICE’’ 
4 (We Own And Operate A Mill And Elevator) t 
; SPECIALIZING IN ALL TYPES OF SCREENINGS + 
+ (GROUND AND UNGROUND) at 
he 
+ Get Our Samples and Prices ne 
STRAIGHT CARS MIXED CARS 
> 4 MILL FEEDS GROUND FEEDS OILMEAL = 
oo oo 
oo oo 
oo oo 
oo oo 
oo oo 
SWEET DAIRY FEED 
16144% PROTEIN Bo 
MANUFACTURED BY 
oo oo 
oO MINNESOTA FEED COMPANY oo 
oo MINNEAPOLIS, MINNESOTA n0 
He Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds ue 
ea Shippers of Corn and Oats—Write for Samples and Prices OO 


a) 
000000000000 000000000000000000000000 
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charge of the purchasing. It often 
happens that a dealer needs a half car- 
load of linseed meal. He dislikes to 
buy a split lot, and therefore has a car 
shipped to his warehouse. Carrying 
charges are heavy, and the overhead 
increases. With the co-operative buy- 
ing plan several dealers could order a 
carload together and split it, thereby 
increasing their turnover and reducing 
overhead.” 

Besides making their purchases in 
co-operation Mr. Free suggests that 
district dealers’ club work together on 
local problems, keeping the central as- 
sociation office informed of their ac- 
tivities and the results obtained. These 
could be published in The Feed Bag 
for the benefit of dealers in other ter- 
ritories. 

“The local dealers’ club,” says Mr. 
Free, “should be the backbone of the 
feed industry.” 

Sells on Cash Basis 

Joe is a firm believer in the cash ba- 
sis method of doing business and he 
practices it. He changed from the 
credit system last October in co-op- 
eration with Guy V. Dering and Mair 
& Caldwell, two neighbor dealers. Mr. 
Free is convinced that the cash basis 
is the only method for a retail feed 
dealer. 

Joe urges open dealing with farm- 
ers. 

“The radio,” he says, “gives the ru- 
ral folks the latest information on the 
market, and dealers should consider 
this in conducting their business.” 

Do right by the farmer and _ the 
farmer will do right by you, is Mr. 
Free’s philosophy. 

And that’s a good sound basis on 
which to build a feed business. 


E. J. KOPPELKAM 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Member Chamber of Commerce 


“CANNON VALLEY MILLING co. 


MODERN 


MINNEAPOLIS — MINN. 


WATERPOWER MILLS 


FARMERS CHOICE SWEET DAIRY RATION 
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Mutual Millers Discuss Problems 
At Mid-Winter Meeting 


Seek Lower Afhliation Fee From Eastern Federation Of Feed Merchants 
_ Cohn, Rammacher Speak On Grain And Feed Trade; Plan Membership Drive 


By P. D. Fahnestock 


ORE than 20: members of the 
M Mutual Millers’ and Feed 

Dealers’ Association attended 
the annual mid-winter meeting which 
was held at Buffalo, N. Y., January 
20. Reduction of membership fees, 
direct selling, re- 
vision of by-laws, 
and the launching 
of a membership 
campaign, were 
among the discus- 
sions at the meet- 
ing. Speakers con- 
tributed to the 
program with 
talks on the feed 
and grain trade in 
the East. 


The meeting was called to order at 
10 o’clock by President E. B. Dunbar 
ot Little Valley, who expressed regret 
thati the new secretary, F. C. Carr, of 
Portville, had been detained and could 
not be present to take up the duties 
of his position. Ernest Kessler, James- 
tewn, was named acting secretary in 
Mr. Carr’s absence. 


President Dunbar 


Samuel Botsford, general manager of 
the Buffalo Chamber of Commerce, ex- 
tended cordial greetings to the dealers 
and Mr. Dunbar, in a brief address, de- 
clared the association is in good and 
growing status. 

It was voted to launch an active 
drive for new members. President 
Dunbar appointed dealers to make a 
thorough canvass of every county in 
the organization’s territory. 

H. C. Elwell, chairman, Max Cohn, 
and H. S. Gray were appointed as a 
committee to revise the by-laws of the 
association and to make a report: at 
the next meeting. 


Affiliation of the Mutual Millers with 
the Eastern Federation was discussed, 
and a demand was made by the mem- 
bers for a reduction of dues. A let- 
ter sent to the federation on Novem- 
ber 9 which requested a lowering of 
the affiliation fee from $3.00 to $2.00 
per member was read by President 
L:unbar and he reported that the di- 
rectors of the federation were consid- 
ering it. A resolution was adopted, 
not to pay any fees to the federation 
until its directors had acted upon a 


reduction. 

J. J. Rammacher of the Eastern 
Grain, Mill and Elevator Co., told 
of the expansion of elevator capacity at 
Buffalo, relating how storage facilities 
are now provided for close to 40,000,- 
000 bushels of grain at the port. The 
service of the Corn Exchange and of 
the government inspection service also 
was praised by Mr. Rammacher. 

He expressed optimism for the feed 
business. “There are millions of cat- 
tle to feed,” he said, “and the men 
who supply this big demand are in 
the right business.” 

Max F. Cohn, president of the Sun- 
set Feed and Grain Co, Buffalo, who 
was the afternoon speaker, forecasted 
that Buffalo will become the feed cen- 
ter of the world. 

“It is likely that for many years 
Minneapolis will continue to have a 
rated flour capacity higher than that 
of Buffalo, but when you study the 
rates of actual operation you will see 
that the day is approaching very rap- 
idly when Buffalo will surpass Minne- 
apolis in actual production. With the 
completion of the new Hecker-Jones- 
Jewell mill, and construction of the 
elevator for this project already has 
been begun, it is almost certain that 
Buffalo will become the world’s largest 
flour producer,” Mr. Cohn said. 

The speaker declared Buffalo flour 
mills are now capable of producing 
more than 1,700 tons of feed daily and 
often do average nearly that much for 
long periods. The city also is produc- 
ing about 350 tons of oilmeal daily, it 
was asserted in addition to large quan- 
tities of hominy and other feeds. There 
are ten mixing companies in -Buffalo 
whose business is growing steadily, 
Mr. Cohn pointed out in support of 
his contention. 

“You can buy your feed in Buffalo 
every day in the year,” he concluded. 

A discussion of direct selling by feed 
manufacturers followed. However, no 
definite decision was reached and Pres- 
ident Dunbar advised that all further 
complaints should be referred to the 
Eastern Federation of Feed Merch- 
ants. 

A resolution was adopted request- 
ing the president to write to the East- 
ern Federation, the Millers’ Traffic 
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League, and the Grain Dealers’ Na- 
tional Association relative to the pro- 
posed increase in the minimum capa- 
city of cars, stating the objection of 
the dealers to an increase in required 
tonnage. 

Headquar- 
ters for the spring 
meeting of the Mu- 
tual Millers’ and 
Feed Dealers’ As- 
sociation were 
discussed. Corry 
and Cambridge 
Springs, Penn. 
were proposed, 
but no. definite 
decision was reached. Early adjourn- 
ment was made to permit the entire 
membership to attend the annual Buf- 
falo automobile show and pick out 
their 1928 cars. 

Among those who attended the 
meeting were H. C. Francis, Hartfield, 
N. Y.; H. C. Elwood, Buffalo, W. J. 
Wheelock, LeRoy, N. Y.-J. J. Ramma- 
cher, Buffalo; D. J. Davis, Buffalo; H. 
L. Pettitt, Ellicotville, N. Y.; L. W. 
Abbott, Hamburg, N. Y.; L. L. War- 
ner, Niobe, N. Y.; E. B. Dunbar, Little 
Valley, N. Y.; M. F. Cohn, Buffalo; 
James H. Gray, Springville, N. Y.; E. 
C. Kessler, Jamestown, N. Y.; C. L. 
Zortmer, Edinboro, Pa.; W. C. Eh- 
man, West Valley, N. Y.; P. D. Fah- 
nestock, eastern representative of The 
Feed Bag; T. H. Avery, LeRoy, N. 
Y.; H. S. Gray, Springville, N. Y.; W. 
G. Gwen, Buffalo, N. Y.; Glenn Thorp, 
South Dayton, N. Y.; H. A. Strong, 
Jamestown, N. Y.; James Erwin, Buf- 
falo, N. Y.; H. L. Page, Franklinville, 


E. C. Kessler 


H. D. REITMANN, Galesville, Wis., 
one of the owners of the Reitmann- 
Davis Mill Co., has accepted a posi- 
tion with the Red Wing Milling Co., 
Red Wing, Minn., with whom he was 
associated for 10 years before he be- 
came a part owner in the Reitmann- 
Davis Mill Co. He will have charge 
of the Fairfax, Minn., plant, will as- 
sist in the management of the mill at 
Red Wing and will also continue in 
charge of the sales department of the 
Reitmann-Davis Co. 
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Boost The Feed Bag To Firms You Do Business With 
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a Dairymen who are using this feed recom- 98 
si mend it highly, and we guarantee it to in- OO 
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WRITE FOR SAMPLES AND PRICE. 
WISCONSIN MILLING COMPANY 
00 WISCONSIN oo 
oo 
000000 Oot 


Buy 
PURITAN BRAND 


The Genuine Live Reef 


CRUSHED OYSTER SHELL FOR POULTRY 
Packed in new 100 lb. burlap bags. 


CHICK, MEDIUM and COARSE Grades 


Quality and Service Unsurpassed 


All Goods Guaranteed 


The Crushed Oyster Shell Company 


BILOXI, MISS. 


he 
+t Since 1885—44 years and +t 
ae 
No-Milk Calf Food # 
is still the Leader. 
ti. We have over 350 dealers in Wisconsin ++ 
bad selling our Product and some of them +7 
zt over 41 Years. Their repeat orders Tt 
e7 each year is the best recommendation ++ 
+ we know of for No-Milk Calf Food. 5 ++ 
ARE YOU ONE OF THEM ¢ 
tt FOR PRICES WRITE ++ 
t= National Food Company # 
+ D. R. MIHILLS, Mgr. Fond du Lac, Wis. +t 
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REUBEN BRACE has purchased 
the interest of Jay E. Easton in the 
feed mill of Easton & Harkness at 
Randolph, N. Y., and has become ac- 
tively identified with the firm, from 
which. Mr. Easton has retired. After 
a short vacation Mr. Easton will re- 
enter business in Randolph. 


LINSEED FIRMS MERGE 

Whitney H. Eastman, vice-president 
and general manager of the William O. 
Goodrich Co., Milwaukee, announces 
that control of the corporation is now 
held by the Archer-Daniels-Midland 
Co., Minneapolis. The transfer which 
brings together two pioneer manufac- 
turers of linseed products, was com- 
pleted February 1, when a majority al- 
lotment of Goodrich stock was ex- 
changed for that of the Archer-Dan- 
iels-Midland Co. 

“The William O. Goodrich Co. will 
continue to operate under the direction 
of the same personnel and in the same 
manner as in the past and will give 
our customers the same individual at- 
tention as before,” Mr. Eastman said. 
“We will sell the same quality products 
and expect that our association with 
Archer-Daniels-Midland will enable us 
tu improve our present good reputation 
for service.” 


MORE MILK NOW 


WITH 


CORN 


GLUTEN FEED 


Don’t wait until it is too late 
to book your requirements 
of Douglas Feeds. More 
dairymen, every day are 
finding these to be the ‘cow 
feeds that pay.’’ For fur- 
ther information, samples, 
and prices, write us. 


Look for the sign of these good feeds 
at your dealer, or write to 


PENICK & FORD Ltd. Inc. 


Cedar Rapids, lowa 


\ 

\ 

q GLUTEN 

MEAL| | FEED 

Cow-Leeds That Pay’\ 
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Woman Has High Ranking 
In Feed Trade 


It is rather unusual to find women 
holding executive positions in the 
wholesale end of the feed business. 
There are plenty of women helping 
their husbands develop a retail feed 
business and some few women who are 
running a retail feed business of their 
own, but Mrs. Jane E. Riley is an ex- 
ception. 

Mrs. Riley is at the head of the bulk 
and by-products department of the 
Three Minute Cereals Co., and the en- 
tire output of bulk rolled oats and oat 
by-products of one of the largest oat 
nills in the world is sold under her 
immediate supervision. The Three 
Minute Cereals Co., of Cedar Rap- 
ids, Iowa, is owned by The Corno 
Mills Co., of St. Louis, and produces 
3 minute oat flakes. The by-products 
have become standardized as Corno 
feeding oatmeal, Corno reground oat 


hulls, Corno hy- 
grade oat feed, 
etc. 

The story oi 


Mrs. Riley’s rise 
in the cereal busi- 
ness interest- 
ing. About 20 
years ago her first 
position was sec- 
retary to John C. 
Reid, vice-president and general mana- 
ger of The Corno Mills Co., of East 
St. Louis. Mr. Reid at that time 
handled all sales and it was here that 
Mrs. Riley began her training. For 
15 years she handled the sales under 
Mr. Reid’s direction and five years 
ago took over the responsibilities and 
assumed the management of the de- 
partment. 

Practically all of her selling is done 
by mail and over the telephone, some 
days handling 30 to 40 long distance 
calls and securing orders for thous- 
ands of tons. She makes short trips 


Mrs. J. E. Riley 


STOP! 


LOOK! 


LISTEN! 


quality is concerned. 


E have the best quality of CORN this year we 
have handled in many years, all No. 2 so far as 


If you want this kind of corn, place your inquiries 
with us and you will get the best that money can buy. 
Result, satisfied customers and more of them for you. 


Can furnish both corn and oats, straight or bulk-head cars. 


Western Terminal Elevator Co. 
SIOUX CITY, IOWA 


OVER SIXTY-THREE YEARS OF SATISFACTION 


> 
TRADE MARK REGISTERED 


SELECTED SEEDS 


Selected Seeds and Seed Corn 


THE LARGEST SELLER IN WISCONSIN 


MILWAUKEE 


L. TEWELES SEED CO. 


WISCONSIN 


occasionally over the territory and is 
regular in her attendance at feed con- 
ventions. 

Mrs. Riley is the exact opposite of 
the so-called “hard-headed” business 
woman and seems to have no intention 
of becoming one. Bridge is her hobby 
and her pastime. She takes a deep and 
serious interest in the game and plays 
brilliantly. Her achievement in busi- 
ness is an example of what may be ac- 
complished by the modern woman, by 
application and sound judgment. 


D. R. MIHILLS, of the National 
Food Co., Fond du Lac, Wis., reports 
that January was the biggest month 
the company has ever had as far as 
wholesale demand for No-Milk calf 
food and National feeds is concerned. 


Bigger Profits 
By Making 


Poultry 
Mashes 


our present volume of 
business may be satis- 
factory, but what about 


profits ) 
Take the first steps to BIG- ® 
GER PROFITS by making 


your own feeds and poultry 
mashes. 


We will send you complete 
information, showing how 
hundreds of mills and eleva- 
tors are profiting by making 
THEIR OWN mashes, and 
using our free dealers’ service. 


Further information free on 
request. 


THE 
Jersee Co. 


DIVISION IV 
Minneapolis, Minn. 


Attach This Coupon to One of 
Your Letter Heads NOW ! 


THE JERSEE CO., Minneapolis, Minn. 
GENTLEMEN: 


Send at once further information 
regarding the mixing of Poultry Mashes. 
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Boost The Feed Bag To Firms You Do Business With 


ST When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the 
world produces--and it doesn’t 


- |MEAT SCRAPS| 2 cost you one cent more than 
FOR POULTRY | :: the other kind. 
33.0% 
CRUDE Fi MAX. 
|: Darling & Company 
Union Stock Yards, Chicago 


STATE DISTRIBUTORS 
LaBUDDE FEED & GRAIN CO. Milwaukee 


WE SELL DEALERS ONLY 


Queen Wheat Feed 
is a Pure Wheat offal 


and is manufactured in 

our own mills. Can fur- 

nish Queen in straight 

rokee Pure Bran an 

Cherokee Middlings. 

CRUDE PROTEIN 1578 


CRUDE FAT - - 4.6% 
CRUDE FIBRE - - 8.3% 


ST. PAUL, MINN. 
<—- Office 315 Corn Exchange 
“\. MINNEAPOLIS, MINN. 


\ 


Capital Flour Mills, Ine. 


CORN EXCHANGE 
Minneapolis, Minnesota 


LEE 


m WE SELL DEALERS ONLY <—a 


2 HOUR SERVICE 
ON MIXED CARS 


Carry the Stock 


MILL FEEDS, FLOUR, OIL MEAL, GLUTEN, COTTON 
SEED MEAL, HOMINY, CORN, OATS, OYSTER SHELLS, 
GRIT. In fact, everything in the feed line. 


POULTRY FEEDS, DAIRY FEEDS 
RED OAK DAIRY 20% 
RED OAK SWEET DAIRY 16% 
RED OAK WHEAT FEED 
RAPIDS DAIRY 16% 


We ship C. M. & St. P., C. & N. W. and Green Bay & Western 
|WRITE OR WIRE FOR PRICES. 


McKERCHER MILLING CO. 


WISCONSIN RAPIDS, WISCONSIN 


Page Twenty-eight THE FEED BAG—FEBRUARY, 1928 


Push Seed Business Now 
For Real Profits 


(Continued from Page Sixteen) 


Perry’s well filled order book attests 
to the value of personal soliciting, and 
it proves that a farmer can be sold be- 
fore the crows start cawing. 

Don’t Overlook Profits 

What will be the profit germination 
test of your seed sales this season? 

You can make it 98 per cent or bet- 
ter if you start now. Interest the farm- 
ers in clean certified seeds, call on 
them if possible, handle and sell re- 
liable brands only, co-operate with 
your county agent and back up your 
promotion work with window and in- 
terior displays. 

With this hardy stock of sales ker- 
nels planted in your rural territory, 
you’re bound to grow a bumper crop 
and reap a bounteous harvest. 


HEMPHILL GRAIN CO., Dex- 
ter, Ia., has completed the construction 
of a 10,000 bushel elevator. The plant 
is equipped with modern machinery, 
and operated by electricity. 


THOMAS MARTIN, Monticello, 
Ill., has bought the feed business of 
George Smith. 


MOORHEAD ABSORBS RANG 

W. G. Moorhead & Co., commission 
merchants with headquarters at 327 S. 
La Salle street, Chicago, IIll., has taken 
over the commission business of Henry 
Rang & Co., veteran firm with offices. 
at Chicago and Milwaukee. Jim Law- 
rie will continue to manage the Mil- 
waukee office at 303 Chamber of Com- 
merce. 


MANUFACTURERS MEETING 

L. F. Brown, secretary of the Amer- 
ican Feed Manufacturers Association, 
announces that the 20th annual con- 
vention of the organization will be held 
May 24-25-26 at West Baden Springs 
Hotel, West Baden, Ind. 


WHEN TRADING IN 


GRAIN FUTURES 


Ghe 


HADDEN GRAIN CO. 


MILWAUKEE 
Serves the Best 


4 4 YEARS IN THE 
GRAIN TRADE 


at MILWAUKEE 

Rhone 10 CHAMBER OF 

Broadway COMMERCE 
6 4 2 (Ground Floor) 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


SALES EXECUTIVE WANTED 
Old established firm manufacturing complete 
line of animal and poultry feeds wants man 
with some executive and selling exoerience. 
Write THE DADMUN CO., Whitewater, Wis. 


ALSYKE SEED WANTED 
We want to hear from anyone who has some 
Alsyke Clover Seed for sale. Home grown. 
Mail sample and price. S. H. VAN GORDEN 
& SON, Black River Falls, Wis. 


H 
HAY 
¥ 
As 
Your orders solicited 
JOHN V. STURNER 
“20 years in service” 
Curtiss, Wis. 


HOWE SCALE FOR SALE 


Howe 10 ton Wagon Scales for sale. For 
further particulars write HANSON BROS. 
Hammond, Wis. 


Northern Grown 
ALFALFA 
Better Quality 
Northern Hay & Feed Co. 
“For Best Results’ 


502 Corn Exchange 
Minneapolis Minn. 


MACHINERY FOR SALE 


3—9x24 Monarch Double Roller Mills, belt 
driven, corrugated for Rye. ; 

1—6 Section Monarch Self Balancing Sieve 
Bolter with 12 in. sieves. | 

1—No. 3 Monarch ey Reel. 

1—16 in. Monarch French Burr Mill. 

1— Monarch Flour Packer. 

1— Monarch Feeder and Mixer. 

1—Columbian feed Govenor. 

Belts, Shafting and Pulleys and Elevators. 

All of the above Machinery is in good con- 
dition and will be sold very cheap in order to 
get it off of the floors as we want the floor space 
to be used for warehouse purposes. Write 
FARMERS MILLING & ELEVATOR CO., 
Palmyra ,Wis. 


DAIRY ALFALFA HAY 
FOR SALE 


Write or wire for delivered prices. 
Grades and weights guaranteed. 


JOHN DEVLIN HAY CO., Inc. 
192 NO. CLARK ST., CHICAGO, ILL. 


MORITZ ROSENHEIMER, 
Kewaskum, Wis., who founded the 
Rosenheimer Malt & Grain Co., with 
his brothers several years ago, died re- 
cently. 


NEW FREE BOOKLET 


The Associated Corn Products Man- 
ufacturers have published a new, in- 
teresting and well illustrated booklet, 
entitled, “The Story of a Grain of 
Corn.” As its title indicates, the book- 
let explains the various corn manufac- 
turing processes and the uses and na- 
ture of the products obtained. Read- 
ers of The Feed Bag, who are inter- 
ested, may obtain copies of the book- 
let, free of charge, by writing Jay Cha- 
pin, secretary-treasurer of the Asso- 
ciated Corn Products Manufacturers, 
208 South La Salle street, Chicago, Ill. 


Mention The Feed Bag When Writing Advertisers 


oooo0000 


Get Parks’ Direct Mill Contracts 


ANYTHING IN THE FEED LINE 
Millfeeds Dried Butter Milk Powdered Skim Milk 
Cottonseed Meal _— Linseed Meal Bone Meal 
Oyster Shells Screenings Coarse Grains 


J. P. PARKS, Broker 


Direct Manufacturers Representative 
400-401 New England Bidg. KANSAS CITY, MO. 


COTTON SEED MEAL 


NUT AND PEA SIZE CAKE 
ALL GRADES 


Quoting spot and 
future shipments. If 
you are not getting 
our quotations we are 
both losing. Send 
name for market let- 
ters. 


Registered in All States 


MARIANNA SALES CoO. 


MEMPHIS, TENN. 
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Quality and Service Guaranteed 
R. L. HERRICK M. H. HERRICK 
HERRICK FEED COMPANY, INC. 
WHOLESALE 


Grain and Feed Shippers 
HARVARD, ILLINOIS 
PHONES 135 AND 118 


Excellent service, highly reliable; 

Quality paramount---that’s undeniable; 
Best of attention, prices agreeable; 

Our motto is: ‘satisfaction unbeatable’’. 


100% FOR THE DEALERS 


R. L. HERRICK, Jr. J. M. HERRICK 
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The Feed Bag Is Your Paper, Help It By Boosting 


Allis-Chalmers 
Vertical Grinder 
WITH 


ENCLOSED 
VENTILATED TYPE 
MOTOR 


Has all of the features of a double head at- 
trition mill in little space and at low cost. 


ALLIS-CHALMERS MFG. CO., Milwaukee, Wis. 


RELIABLE SERVICE! 


When in the Market for Straight or Mixed Cars § 


MILLFEEDS OIL MEAL 
CRACKED CORN GROUND FEEDS’ & 
GROUND GRAIN or FLAX SCREENINGS & 
WHOLE or GROUND MILL OATS : 
O 
5 
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WHOLE or GROUND BARLEY 
FEED GRAINS 


GET IN TOUCH WITH 5g 


THE HAERTEL-PHELPS COMPANY 


616 Corn Exchange Bldg. Minneapolis, Minnesota 
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Makes Hens Lay 


LESS GRIT TO BUY, MORE EGGS TO SELL 
Because of super-availability and natural balance of 
needed minerals, poultiy will eat only about half as 
much PEARL GRIT as of other grits or shells, yet egg 
production will be increased to the maximum. 
MARYLAND POULTRY DEPARTMENT SAYS 
“The Limestone ren consumed 43% less material and laid 20% more eggs.” 
Our enormous advertising program is carrying this message to the poultrymen 
and you should be in position to supply the demand. 
: A YEAR ROUND PRODUCT 
There is a year round demand for PEARL GRIT. During the winter and fall 
laying season, PEARL GRIT is in demand to supply the necessary lime for the 
heavy egg production of this season. During the spring months, thete is an 
enormous market for No. 1 PEARL GRIT for baby chicks. Every experimental 
college and professional poultryman in the country, reeommends No. 1 PEARL 
IT to furnish the necessary lime for rapid gain. 
WRITE FOR PRICES 
AND INFORMATION REGARDING PEARL GRIT 


It is made in three sizes for laying hens, growing birds and baby chicks. 


THE OHIO MARBLE COMPANY, Piqua, Ohio 
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ENOCH VAN AKEN, Throops- 
ville, N. Y., died recently after a brief 
illness. He was the oldest resident of 
the town and was 95; years of age at 
the time of his death. 


HENRY W. MYERS, veteran grain 
dealer of Bennington, Vermont, died 
at his home on January 8. He was 
president of H. W. Myers & Son, In- 
corporated, and was one of the most 
highly respected and generally revered 
grain men of his state. His death 
brings to a close a long and active life, 
as he was within one day of his 80th 
birthday. His son, H. W. Myers, Jr., 
will carry on the business. 


J. L. KLECKNER, president of the 
Central Retail Feed Association, and 
proprietor of the Kleckner Elevator 
Co., Neillsville, Wis., is getting out 
again after having been confined at his 
home for about three weeks with ill- 
ness. In a letter to The Feed Bag, 
Mr. Kleckner says: “I guess I am an 
easy mark for I catch everything there 
is going and I think now I have had 
everything except hydrophobia. How- 
ever, it is pretty tough to be at home 
during these busy days for we are hav- 
ing a wonderful business. Farmers are 
getting good prices for milk so they 
are buying lots of feed.” 


CEREAL 


GRADING CO. 
MINNEAPOLIS 
SPECIALIZE IN 
GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


PEARL GRIT 


Bag Lots -- Ton Lots 


Dadmun- LaBudde 
i Company 
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CARTERSVILLE SUPPLY CO), 
Cartersville, Ia., has purchased the 
business and plant of the Independent 
Grain & Lumber Co. , 


MARIBEL FIRM EXPANDS 

The Maribel Grain Co., Maribel, 
Wis., a corporation of local stockhold- 
ers, reported a good business for the 
year just ended. 

The vicinity near Maribel, in Mani- 
towoc county, was formally a great 
grain producing section, and for the 
purpose of marketing grain the com- 
pany in 1912 built an elevator of about 
19,000 bu. capacity, also a small ware- 
house additicn. Within a few years 
it was necessary to increase warehouse 
room for feeds and flour. Although 
the feed trade is getting larger each 
vear, they purchased grain and peas 
from the farmers of about 115,000 bu. 
for the year. 

About the first days this year they 
purchased the Cereal Products Co., of 
Manitowoc, branch elevator and ware- 
house building at Maribel, which wil! 
give the company more warehouse 
space and better facilities for handling 
the increasing feed business. 

The officers of the company are Wm. 
Buth, president; Jos. J. Hurka, secre- 
tary; Louis Karnopp, manager, and L. 
H. Rabenhorst, bookkeeper-cashier. * 


in MINNEAPOLIS | 
STAY AT 


The 
New Nicollet 
Hotel 


} OPPOSITE TOURIST BUREAU 
i] ON WASHINGTON AVENUE | 


The Northwest's Finest Hotel 
600 ROOMS WITH BATH 
OR CONNECTING 
Every room an outside room 


Largest and Finest Ballroom in the 
west 


Suites and Special Rooms at 
$6.00 to $9.00 
MAIN DINING ROOM 
COFFEE SHOP 


Three Blocks from Both Depots. 
Retail Center and Wholesale Center. 


W. B. CLARK, Manager 


DOUGHBOY 
Molassie 16% Dairy 


All orders are promptly filled. We manu- 
facture our own DOUGHBOY MOLASSES 
FEED and can ship in straight or mixed cars. 


NO ORDERS TOO LARGE OR TOO SMALL 


Quick shipment on all orders 
Our price will save you money 
Our quality is superior 

Profit by our early fall purchases 


The demand for molasses will steadily increase during 
the coming months. Fill your requirements now. 


NEW RICHMOND ROLLER MILLS CO. 


WISCONSIN’S MOST MODERN MILL 


NEW RICHMOND, WISCONSIN 


FEED # 
16% Protein 5% Fat it 


Low in Fibre Content 


AN EXCELLENT 


Dairy Feed Hog Feed 


ATTRACTIVELY PRICED 


CORN --OATS-- BARLEY 
MILL FEED--LINDSEED MEAL 


Broadway 4961! 


+ DONAHUE-STRATTON COMPANY # 
* MILWAUKEE * 
. Brokers for Operating ® 
a CLINTON CORN GLUTEN and Cc. & N. W. RAILWAY ELEVATORS * 
* CORN OIL CAKE MEAL AT MILWAUKEE * 
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D. W. McKERCHER, McKercher 
Milling Co., Wisconsin Rapids, Wis., 
was in Milwaukee recently on business 
and stopped in at The Feed Bag offices 


for a visit. He is a director and past 
president of the Central Retail Feed 
Association. 


KARL KOSLOWSKE, Cecil, Wis., 
bought the Farmers’ Milling Co. and 
the firm is now known as the Cecil 
Flour & Feed Mill. He has erected 
a new building and equipped it with 
new and up-to-date machinery. 


RECENT FIRES 

McTaggart Feed Store, Bemidji, 
Minn. Loss estimated at $1,000. 

Iowa Flour Co., Des Moines, Ia. 

Farmers’ Elevator, Sac City, Ia. EI- 
evator and about 10,000 bu. of oats and 
barley and 5,000 bushels of corn des- 
troyed. 

Kirschner Grain Co., Cumberland, 
Ia. Fire caused by an electric switch 
in the lower part of the building. 

Farmers’ Grain Co., Argyle, Minn. 

Palo Livestock, Grain & Lumber 
Co., Palo, Ia. Loss estimated at $20,- 
000. 

Herrington-Palmer Co., Jamesville, 
N. Y. Mill destroyed and loss of $50,- 
000 sustained. 

Green Bay & Western Grain Eleva- 
tor, Green Bay, Wis., was damaged by 
fire recently. The loss is estimated at 
$10,000. 


NEW CASH BASIS STORE 

Bruce Van Gorden of S. H. Van 
Gorden & Son, Black River Falls, 
Wis., informs The Feed Bag that the 
firm has opened a new branch store at 
Melrose, Wis., and that it will operate 
on a strictly cash basis. This com- 
pany owns a chain of feed stores and 
is rapidly changing all of them to a 
cash. basis. William Fillness has been 
appointed manager. 


PFEIFFER ELEVATOR CO., Du- 
rand, Wis., has been incorporated with 
a capital stock of $25,000 to deal in 
grain, flour and feed. The incorpor- 
ators are F. G. Pfeiffer, E. W. Good- 
rich and J. C. Goodrich. 


CHANGE AT WEST BEND 

West Bend Farmers’ Elevator Co., 
a new corporation, was formed at the 
annual meeting of the West Bend 
Farmers’ Co-operative Exchange, West 
Bend, Wis., on January 11. The cap- 
italization of the new firm will be 
$25,000, and stock in the old company 
will be exchanged for the new without 
any assessments. 

The elevator has just completed its 
seventh year, the biggest and best on 
record. Washington J. Klein will con- 
tinue as manager, and Steve Bauer 
and W. H. Gruhle were re-elected as 
directors. The incorporators of the 
new company are Mr. Klein, C. A. 
Schroeder and Windsor Hamlyn. 


Personal 
Attention 


SHIP TO 


OY 1. CAMPBELL and seeps 


MILWAUKEE, WISCONSIN 
Authorized Successor to RUNKEL¥& DADMUN 


JOSEF MUELLER 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION OF 


WM. R. MADDEN 


TO 
UERGER COMMISSION Co. 510 Mitchell Bldg: 


ESTABLISHED FOR OVER THIRTY YEARS 


Milwaukee, Wis. 


E. S. BAKER, of Baker & Peck, 
feed dealers at Janesville, Wis., advises 
The Feed Bag that “Business is very 
good but shipments on some feeds very 
slow.” 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 


917 METROPOLITAN LIFE BLDG. 
MINNEAPOLIS, MINN. 


NOPCO 
COD LIVER OIL 


Write for Literature 
and Prices. 


THE LAY-EGG COMPANY 


MILWAUKEE, WiS. 


Corno HyGrade Oat Feed 
Corno Feeding Oatmeal 
Corno Rolled Oats 


also R und, Unground and Fine 


Three Minute Cereals Co. 
Cedar Rapids, Iowa 


GET MY PRICES—SAVE MONEY 


_A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 


602 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
‘“‘Stand by Stan’’ 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mothers Best Flour 


NEW CROP 


DRIED BEET PULP 


Straight carlots and also in mixed carlots with GROUND 
FEEDS, OIL MEAL, MILLFEED and ‘POULTRY FEEDS. 


MANEY BROTHERS MILL & ELEVATOR CO. 


MINNEAPOLIS, MINN. 
Telephone Main 1864 


Emrich Grain Co. 
CEDAR RAPIDS, IOWA 


‘‘Get our prices before 
buying §grain’’ 


=~ 


‘Storage 
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Excellent Feed Storage Facilities. 


Negotiable Warehouse Receipts Issued. 
ASK US FOR OUB LOW STORAGE RATES. 
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Storage 
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CR AIN and FEED Three wire well baled 
Oo oO oo 
a oo oo 
: We have a few cars for quick ship- 
: MILWAUKEE: a ment at $7.75 to $8.50 per ton de- ss 

livered to your station. BE 

oo oo 
P AINE. WEBBER Bo We are getting repeat orders right BE 
&C OMP ANY ats along—so if interested—call us by oo 
Members phone. 
CHICAGO STOCK 00 WE ARE SHIPPING THE BEST CORN WE EVER {3 
BOSTON STOCK og HANDLED. GIVE US AN OPPORTUNITY. oe 
oo 
NEW YORK COTTON oo » OO 
CHICAGO BOARD 
04-100 st. | LABUDDE FEED & GRAIN CO. 
Telephone Broadway 8700 is MILWAUKEE, WISCONSIN : ; 
MILWAUKEE als 
F. J. PHELAN CO. | 
fete 
418 Chamber of Commerce t+ QUICK SHIPMENT be 
MILWAUKEE, t+ STRAIGHT CARS OF FEED $+ 
WIS. ++ 
+t 1 +t 
Grain Futures i We have Pure Bran, Spring + 
rhe 
e 
Special Attention to Hedges it Bran and D urum F eeds in ++ 
| warehouses ready for Quick + 
ob be 
Shipment. Write for quota- 
usiness tions and try our service. 
expands with $+ 
Printed messages; PHONE ATLANTIC 
They are profitable be L te J i 
ADTKE ORTSCH | 
BROS. CO. +t 
344-346 MILWAUKEE STREET | $4 Minneapolis, Minnesota i 
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Che feed Bag 


“‘The Dealers’ Paper” 


Vol. 4. No. 2. Fesrvary, 1928 


DAVID KNOX STEENBERGH 
Managing Editor 


Published the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
dealer pee in the field. Subscription 
price—$2.00 per year. 

Changes in advertising copy may be sub- 
mitted up to the 15th of the month preceding 
date of issue Last closing date, the 25th. 
For advertising rates, etc., address The Feed 
Bag, 86 East Michigan street, Milwaukee. 

The Feed Bag is official publication of the 
Central Retail Feed Association and circulates 
monthly to practically every responsible retail 
feed and allied products dealer in the East and 

oi Central Northwest including all members of the 
Eastern Federation of Feed Merchants. 


Copyright, 1928, Editorial Service Co.,Inc. 


100 LBS. NET 


LINSEED MEA 


AND 


FLAX SCREENINGS 


MANUFACTURED BY 


STUHR-SEIDL COMPANY 
MINNEAPOLIS, MINN. 


INGREDIENTS 
PURE 0. P. LINSEED MEAL AND GROUND 
FLAX SCREENINGS. 


ANALYSIS 

MINIMUM CRUDE PROTEIN 30.0% 

MAXI 

The leading brand of 30% 


Meal. A little higher in 
i price because it contains 
a larger percentage of 
Pure Linseed Meal than 
other brands. We are 
getting repeat orders for 
Minnehaha in Wisconsin 
ig and other states. 


STUHR - SEIDL 
COMPANY 


MINNEAPOLIS 
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Ghe 
FRANKE GRAIN CO. 


Established 1892 


0000 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 
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Deutsch & Sickert 
Company 


A. E. STALEY MFG. CO. 


Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal .. . 18% Protein 


Staley’s Perfect Protein Feed 33% Protein 
Straight and Mixed Cars 


34% Linseed Meal 
43% Cottonseed Meal 
Bran Middlings 
Flour Midds—Wheat Mixed Feed 
Rye Middlings—Hominy Feed 
Ground Flax Screenings 
Ground Grain Screenings 


Get our CORN and OAT 
Prices Use the Phone — Call 


Feeds of allkinds also Hay— BROADWAY 


Alfalfa Hay a Specialty 
1674 
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This Means a Lot To You 


Success in raising Baby Chicks 
depends on the Feed—When 
you sell feeds that start the 
chicks right you gain the 
permanent patronage 

of Poultrymen 


Cod Liver Qil 
Cod Liver Meal 


Both are in True Value Chick Starter Mash and 
Growing Mash. That’s what puts life and pep in the 
little chicks. It makes for low mortality and rapid 
gains. It reflects the reliability of your entire line. 


MANUFACTURED BY 


LADISH MILLING CoO. 


MILWAUKEE, WIS. 
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FLOUR 


‘THE HIGHEST PRICED FLOUR IN AMERICA 


AND WORTH ALL IT COSTS* 


per cent more King Midas Flour, 
than ever before, was sold in the state of Wiscon- 
sin. This is an increase of one-third over the 
sales in barrels during 1926. Every King Midas 
dealer throughout the country shared in the bene- 
fits of increased mill production, bigger local sales 


and greater profits. 


1.—King Midas Flour has un- 


equaled merchandising value. Its 
well-known high quality and uni- 
versal popularity make the account 
an unquestionable asset. King 
Midas leads as a repeating flour 
with many dealers. 


2.—King Midas prices are 
maintained consistently reason- 
able in accordance with King Midas 
quality. This enables the dealer 
to satisfy his customers with re- 
spect to selling prices as well as 
quality and performance. 


s 
. 


